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We have something to offer in the way 


of a general agency that is very attractive 
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72ad Annual Statement 
National Life Insurance Company 


Montpelier, Vermont 
YEAR ENDING DECEMBER 31, 1921 


INCOME 1921 ASSETS 
i 5 82,305. Par e = 
een iat Toomer oT eats a Government, State and Municipal Bonds, Market Value... $26,321,717.07 
st a 844,592. = Ape ppg 

Considerations for Life Annuities 284,965.94 M (Par — 9 7 ahgamamatal 35 567,513.98 

Considerations for Supplementary Contracts 121,446.83 Sg Aee, ME LASS wor gen eee 
All Other Sources 95,319.61 Policy Liens £ 12,453,972.41 
es Real Estate, Book Value 919,000.00 
i @15 598 Cash in Banks and Office 1,003,324.84 
Total income $15,528,681.07 Agents’ Balances (net) 5,261.50 


$2,756,010.82 Ledger Assets : $76,270,789.80 

1,389,708.05 Interest and Rents Due 102,425.89 

Cash Surrender Values 1,355,054.54 Interest and Rents Accrued 1,919°634.00 

Dividends Paid Policyholders 2,704,164.46 Deferred and Uncollected Premiums (net) 1'469,604.69 

Dividends Left with Company 17,197.97 a 

aupurities 694,970.93 Ces BOR odie ch dowd ctincdnricaeewedonwesueens $79,762 454.38 
62,725.96 


: Total Paid Policyholders $8,979 827.23 LIABILITIES 
Nsurance and Agency Expenses 1, "712 "449.76 — : i a 
Salaries, Directors, Officers and Employees 336, 686.98 Insurance Reserv boa $62,337, 274.00 
Medical Dep: artment 106,202.37 Annuity Reserves 6,071,234.00 
Taxes, Licenses and State Fees 305,899.45 Extra Reserves 765, 577 -66 
Reduction in Book Value of Real Estate 288,319.26 {Policy Claims Unadjusted ’ 
All Other Disbursements 287°107.39 Taxes Accrued, but not Due 373,485.74 
: All Other Accrued Liabilities r 132,992.40 
Total Disbursements $12,016,492.44 Dividends Unpaid, Due and Accrue 105,964.15 
Dividends Held and Accrued Interest Thereon 188,994.02 
xi include s claims reported but on which proofs of death have not yet been Dividends, Assigned for 1922 Distribution 3,000,442.05 
ed and $125,000 of estimated claims not yet reported. Dividends, Set Apart for Deferred Distribution and Payment 2,728,031.28 
*The General Surplus would be $4,890,090.55 if securities were valued *Surplus, Unassigned 3,749 420.64 


on the Amortized basis as used in Massachusetts, New York and many other FEES PEO 
States. Total Liabilities $79,762,454.38 


INSURANCE ACCOUNT 


Issued andorevived tn WOOES. ca cckcedcw ccdece es ROABOPONCIOS .. Ss ccs ce een ne ce wes - Insuring $50,453,617.3 
In force December 31, 1921..........00.05 c% cccs os oo: LO, 989 POmetes....... ..«- 333 —— 
Net rate of Income Earned on Mean Ledger Assets 1921, 5.17%. “neva to asedted Mortality 51.72% 
Call upon the Home Office for detailed statement. 
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UP TO THE MINUTE! 

















The Reliance Life prides itself on always being strictly ‘‘up-to-the 
minute.” 

From time to time we have pioneered various new features into the 
field of life insurance. 

Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 

In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 

A policy containing the sulphitic features we have introduced gives you 

‘he something different’’ to talk to your prospects. 

It will stand the test of grilling competition—and come out victor. 

ime has proved that. 




























































































AND— 


Our agency contracts are more than liberal, 











How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 
PITTSBURGH PENNSYLVANIA 
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Tulcea, ING. IIL. 
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THE EVOLUTION 


OF LIFE INSURANCE* 


endency to Increase ‘Taxation Upon Insurance Continues Regardless of 
Contractual Obligations 
By DR. FREDERICK L. HOFFMAN 


VEN so 
National 


so-called 
Health Insurance Act of Great 
Britain states in its preamble that it is 
designed to prevent sickness, although no 


recent an act as the 


es 
os 


is USI 


provision is made in matters of detail for 
any measures or means by which sickness 
Per- 
haps the only form of so-called insurance 


occurrence can properly be avoided. 


which comes near to this conception of prevention as an 
objective, rather than as an incidental resultant of insurance, 
is steam boiler insurance, where the major portion of the 
premium is consumed in a highly efficient inspectorial service. 
In this form of insurance the main purpose is to prevent boiler 
explosions rather than the payment of losses in consequence 
thereof.® 
PuBLIC AND PRIVATE FINANCE 

While all insurance is essentially a matter of risk rating and 
tisk distribution, it is at the same time profoundly a problem in 
public and private finance and investment, so much so that in 
the case of older institutions the latter element is even more 
important than the former, for serious errors in investments 
are likely to prove more disastrous to the interests of the in- 
sured than errors in the occasional acceptance of undesirable 
tisks, The finance of life insurance companies at the present 
time constitutes an important factor in the investment market, 
"* Copyright, 1922, by The Spectator Company, New York. 

*The literature of National Health Insurance is of vast extent. Most of the text- 
oks on the subject are now, however, out of date on account of the numerous 
changes in the law and the practically countless new rules and regulations having 
statutory force. I have dealt with the British experience in four papers as follows: 
National Health Insurance in Great Britain’ (1920); ‘‘Poor-Law Aspects of 


pational Health Insurance” (1920); “National Health Insurance and the | Medical 
tofession” (1920); ‘‘National Health Insurance and the Friendly Societies” (1921). 


for of necessity the 259 companies, with accumulated assets of 
$7,390,972,036, bid extensively in the open market for securities 
of superior intrinsic worth. Indeed, the investment practices 
of life insurance companies have become the standard for con- 
servative bodies of trustees, subject as the companies are to 
stringent statutory requirements safeguarding the interests of 
the insured against unwise investments. The growing impor- 
tance of this phase of the life insurance situation is best illus- 
trated by the statement that during the last ten years the in- 
vested assets of the companies, as reported by THE SpEcTATOR, 
increased from $3,875,877,059 in 1910 to $7,390,972,036 in 1920, 
a net increase of $3,515,094,977, or at the rate of 90.0 per cent 
for the decade, equivalent to an annual increase in invested 
funds of 9.0 per cent. 


TAXATION 


From the viewpoint of public finance, the most important ele- 
ment is that of taxation. The power to tax, it has been said, I 


believe by John Stuart Mill, implies the power to destroy. The 


tendency to increase taxation upon insurance of all kinds has 
been increasing with utter disregard of the nature of the con- 
tractual obligations involved. During the decade ending with 
1919 the amount paid by American life insurance companies ir: 
insurance taxes, but not including real estate taxes, has in- 
creased from $9,798,241 in 1909 to $24,858,107 in 1919. In 
proportion to the premium income, the tax rate has increased 
from 1.73 per cent in 1909 to 2.06 per cent in 1919. By way of 
comparison, it is of interest to point out that the corresponding 
tax rate for Canadian companies has increased only from 1.11 
per cent in 1909 to 1.64 per cent in 1919, regardless of rela- 
tively much higher financial burdens which have fallen upon 
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the Candian Dominion in consequence of the great war. It is 
obviously a serious question as to the extent to which the States 
or the Federal Government, or both, may rightfully interfere 
with the proper discharge of fiduciary obligations based upon 
lawful contracts entered into in a lawful manner with the sanc- 
tion of State authorities guaranteeing the payment of a sum 
certain in the event of the occurrence of a specified contingency 
at an indefinite or a specified period of time.‘ 

Since all life insurance results are primarily conditioned 
(1) by the mortality rate actually experienced, (2) by the 
earnings on the investments made, and (3) by the necessary ex- 
pense rate, it is clear that an impairment of contractual obliga- 
tions may possibly result from unjustifiable burdens of taxation 
imposed upon the companies under the fiat of the State having 
not only the power to tax, but also the power to destroy. It is 
therefore to the interest of every underwriter to be thoroughly 
cognizant of all the facts that concern public burdens imposed 
upon life insurance companies, whether in the form of direct 
taxes or indirectly in the nature of burdensome statutory re- 
quirements otherwise. 


INCOME TAX, THRIFT, ETC. 

If the power to tax implies the power to destroy, it also im- 
plies the greatest power to conserve. It is difficult to under- 
stand why in all the discussions on life insurance taxation no 
voice entitled to be heard should have been raised to em- 
phasize with the Government and the several States the duty 
of encouraging life insurance by permissible deductions in the 
case of income tax payments as allowed under the British and 
some other foreign income tax laws. Surely the amounts lost 
to Government in the form of taxes would be more than made 
up through the encouragement given to prudent insurers to 
make the largest possible provision for surviving dependents in 
the event of death. It is strongly urged upon American under- 
writers that they give extended and thoughtful consideration to 
the question whether an amendment can be secured to the in- 
come tax laws, at least of the Federal Government, allowing 
for deduction from taxable incomes to the extent of life insur- 
ance paid up to a certain specified amount in premiums, sufficient 
to provide for the needs of the average family and the average 
family income. 

Farm LOANS 

From the viewpoint of public finance, the far-reaching 1n- 
fluence of life insurance investments is in no wise better illus- 
trated than by the extent to which farm loans now constitute a 
conservative proportion of life insurance investments. In 1914 
Robert Lynn Cox presented an approximate estimate to the 
Association of Life Insurance Presidents, in which the amount 
of farm loans in the United States held by United States life 
insurance companies was placed at $655,000,000. By 1916 this 
amount, according to Louis Breiling, treasurer of the Union 
Central Life Insurance Company, had increased to $845,000,- 
000, and by December 31, 1918, the truly impressive total of 
$1,000,000,000 had been exceeded. These figures require only 
to be stated to emphasize the conclusion that life insurance de- 
velopment and agricultural progress go together. Likewise, as 
the scientific basis of modern agriculture is reaching the pro- 


7 For a fairly extended discussion of life insurance taxation, see the sixth and 
seventh chapters of my “Insurance Science and Economics,’’ The Spectator Com- 
pany, 1911, 
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portion of an exact science, so the further scientific develop. 
ment improves the status of what was heretofore largely a 
matter of business enterprise to the higher dignity of a social 
service institution. 

Group INSURANCE 


Even more remarkable has been the development of moder 
life insurance in its relation to industry. What is now gener. 
ally known as group insurance constitutes perhaps the mos 
important innovation of life insurance development of recent 
years. For, if the whole problem of labor unrest is of over. 
shadowing importance in modern social and economic life, s 
effective a means as group insurance, making for stability and 
contentment in industry, must necessarily serve the interests of 
both employers and employees. 

The collective statistics of group insurance for the country at 
large are, unfortunately, not available in detail, but the principal 
companies which are transacting this form of labor protection 
are making extraordinary progress in the amount of new insur- 
ance written and in the perfection of the contracts in important 
matters of detail. This is distinctly an American innovation, 
which is rapidly growing in favor in foreign countries, and there 
are the most convincing reasons for believing that it offers one 
of the surest guarantees against the necessity of compulsory 
insurance. All underwriters should consider most seriously the 
question as to how this form of insurance can be most widely 
extended, particularly to comparatively small employers of 
labor obviously not in a position to assume the insurance risk 
on their own account. 

Instead of being a hindrance to the writing of individual in- 
surance contracts, group insurance gives every encouragement 
for the taking out of additional insurance where this form of 
protection covers the lives of wage-earners for the benefit of 
their dependents. It may be of interest to state in this connec- 
tion that the amount of group insurance in force with all 
American companies transacting this form of insurance on 
December 31, 1920, exceeded the colossal sum of $1,600,000- 
000. This amount, it cannot be too emphatically stated, repre: 
sents a voluntary contribution of American industries to the 
welfare of wage-earners in a form of home protection, the in- 
trinsic value of which is not matched by any other kind of 
security or investment. It also emphasizes the far-reaching 
wisdom of American employers of labor, who realize that they 
collectively are in a position to render a social service to their 
employees which in many cases could not be individually 
realized, and certainly not at as low a rate of expense. When 
it is taken into consideration that this magnificent result has 
been secured during a period of only a comparatively very few 
years of active efforts at group insurance, the future of this 
form of insurance is certainly one of practically unlimited 
promise.’ 


8 The literature on Group Insurance is as yet very limited. ‘The publications 0 
different companies transacting this form of insurance should be consulted. Among 
the papers of special value mention may be made of an address on ‘‘Group Insurance 
by William J. Graham, 1912; “Group Insurance for Employees of Banks and Trust 






Companies,” by Henry _L. Rosenfeld, 1912; “Group Insurance—Its Aims and Its 
Field,” by William A, Day, 1913; ‘‘“Group Insurance,” by S. Epsteen, University 
. . ~ x: ae . te: ng 
Colorado, 1914; Group Insurance Circular of the American Smelting & Refining 


Company, No. 344, New York, March 7, 1917; “Group Life Insurance and Its Pos 
sible Development,” by Edward B. Morris, Proceedings Casualty Actuarial and Sta 
tistical Society of America, 1917. (See also Economic World, August 11, 191%.); 
“Life Insurance in Groups,’ by H. Pierson Hammond, actuary, Connecticut Insut 
ance Department, 1917; article on “Can Life Insurance Be Written at Less That 
Statutory Net Premiums?” by William J. Graham, Insurance and Commercial Mage- 
zine, November, 1917; “A Practical Study in Group Insurance,” as applied to its 
employees, sby the Travelers Insurance Company, Hartford (n.d.); ‘‘Life Insurance 
in Groups,” by Hon. Burton Mansfield, Insurance Commissioner of Connecticut: 
Group Mortality Investigation,’ by E. E. Cammack, 1920. 
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Vou, CVIII. 
VIEWS AND INTERVIEWS 
CONTEMPORARY ina recent is- 

A sue intimates that certain officers 
of the National Association of Life Un- 
derwriters have expressed dissatisfaction, 
not to say displeasure, because some in- 
surance journals conscientiously sought 
to promote and protect the best interests 
of insurance by criticising a proposed plan 
of insurance publicity and _ institutional 
advertising which those journals, led by 
THE SPECTATOR, felt were unsound, im- 
practicable and contrary to the welfare of 
the insurance world. While not at all 
chagrined or disturbed by the prognosti- 
cations of the contemporary in question, 
so far as Tur Specrator is concerned, 
the thought cannot be passed by as to how 
and why the National Association ofiicials 
will condescend to express opinions or 
voice official reaction to published state- 
ments concerning the proposed publicity 
campaign, when at the same time they de- 
cine to comment on facts in relation 
thereto, as shown by the printed exchange 
of telegrams appearing in THE SpEcTA- 
Tor for May 18, along with other inter- 
esting news and information bearing on 
the subject; moreover, by repeated as- 
‘ertions by the secretary to representa- 
tives of Tue Specrator that “the asso- 
ciation is not yet ready to make any state- 
ment,” : 

Of course, the veiled threat conveyed 
by the words, “It is stated that the in- 
‘irance papers are being carefully scru- 
tinized, and those which are taking an 
infriendly attitude toward the publicity 
(ampaign, are liable to be outlawed,” can 
hardly he considered as emanating from 


any official of the National Association, 
whose ranks are made up of men of fair 
minds and high commercial ideals. But 
by the way—what might be said of a 
journal which withholds its criticism of an 
impractical or unworkable plan, may be 
favor with those re- 
sponsible for the undertaking? 

The contention of the critical press, 
which after all is the only serviceable 
press when the true meaning of critical 
is considered, is not that publicity for life 
insurance is an evil thing, but rather that 


in order to curry 


certain means and methods of attaining 
publicity are fraught with danger. It is 
hard to conceive of anyone knowing more 
about life insurance soliciting than those 
engaged in it, but it is also true that news- 
paper and business paper publishers have 
a little knowledge of what constitutes 
desirable and fair publicity matter and 
If a plan cannot withstand 
thoughtful criticism, it cannot be very 


methods. 


strong. 

As for the idea that the officers or 
trustees of the National Association ever 
intimated an official discrimination in the 
treatment of the independent insurance 
press, so far as official announcements and 
information dissemination are concerned, 
the inclination is to dismiss it, with but 
slight comment; for the principles of 
equity and fair treatment of all comers 
alike pervade the association, as it is on 
this foundation of fairness that it has 
been built and must continue. Any at- 
tempt to discriminate in the association’s 
relations with the press, either secular or 
insurance, can only lead to disruption and 
disintegration within; for both the mem- 
bers and the independent press would 
never consent to “delivering themselves 
bound and gagged, ready for hanging, 
without even a right to complain, and 
without a friend to be found afterwards 
among all mankind,” upon faith in an act 
of a voluntary association organized to 
promote the welfare of a special group. 


9 
, 


HE question as to the extent of the 
T authority exercised by the State in 
connection with insurance contracts 
claimed to be entered into or completed 
outside of the State has for a long time 
been one of much interest, and a recent 
decision of the Appellate Division of the 
New York Supreme Court, in the Silver 
case, is accordingly attracting much atten- 
In this case the broker placing the 


5 


tion. 


insurance involved was located in New 
York; the insured property was located 
in Indiana, and was owned by a cor- 
poration in Ohio, while the insurance was 
placed in an Indiana company not licensed 
in New York. It was held that the 
transaction was an illegal one under the 
New York law. It is understood that 
the case will be appealed to the highest 
court. This was an extreme case, as all 
of the parties and property involved, ex- 
cept the broker, were located outside of 
New York State, and if the decision men- 
tioned is upheld in the highest court, it 
would seem to bar brokers located in 
New York from having dealings with 
insurance companies not licensed in New 
York, except such transactions as are 
specifically provided for under section 
138. 


HE recent examination of parties in- 

terested in a merger of steel com- 
panies now being negotiated, made by 
the Lockwood Housing Investigating 
Committee, at New York, seems to be 
stretching the purposes of the commit- 
tee, although it is easier to see how steel, 
which enters into the construction of 
many buildings, is more closely identified 
with housing, and might have a greater 
bearing upon the question of rents, than 
has fire insurance. The average house 
owner or landlord in New York is not 
worried about a dollar or two more or 
less of fire insurance premiums in a year, 
which was the excuse for examining 
insurance managers. It appears like the 
waste of taxpayers’ money to spend the 
time of the committee in looking into 
matters involving such trifling expenses 
as fire insurance. Nevertheless, at a ses- 
sion of the committee last week, a promi- 
nent fire insurance man was required to 
remain in attendance, although he was 
not called to the stand. It seems as 
though enough time had been wasted in 
delving into fire insurance questions 
without taking up more of the time of 
executive officers of fire insurance com- 
panies. 


THE COMBINED DEATH AND 
EXPENSE RATE* 
HE accompanying table shows the 
fi combined death and expense rate 
of forty-three of the older life insurance 


* Copyright, 1922, by The Spectator Company, New 
York. 
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THE COMBINED DEATH AND EXPENSE RATE PER CENT OF MEAN 






































| | | 
COMPANIES. 1902 | 1903 | 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 1911 | 1912 | 1913 | 1914 | 1915 | 1916 
| | 

Etna Life..........00 2.21 | 2.17 | 2.18 | 2.19 | 2.12 | 2.02 | 1.95 | 2.01 | 2.03 | 1.97 | 1.98 | 1 95 | 2. II | 2.00 | 2.19 
AGlantic Life, ...cccccvss 3-44 | 2.87 | 2.51 | 2.04 | 1.75 | 2.14 | 3.09 | 2.70 | 2.23 | 1.90 | 2.08 | 1.82 | 1.55 | 1.82 | 1.96 
Bankers, Neb. ....0c«00s I.QI | 1.98 | 1.73 | 1.49 | 1-36 | 1.38 | 1.27 | 1.46 | 1.27 | 1.12 | 1.36 | 1.21 | 1.24 | 1.12 | 1 16 
PMEOIIC s is:<0000000.0000: 2.07 | 1.85 | 1.80 | 2.22 | 2.07 | 1.97 | 1.90 | 2.25 | 2.17 | 2.10 | 2.4t | 1.93 | 2-52 | 2.43 | 2.27 
Central of U. S.A...... 3.17 | 2.41 | 2.54 | 2.66 | 2.38 | 1.97 | 1.90 | 1.88 | 1.78 | 1.45 | 1.78 | 1.74 | 1-74 | 1.78 | 1.61 
Connecticut General....| 1.96 | 1.98 | 2.07 | 2.12 | 1.88 | 1.40 | 1.46 | 1.43 | 1.43 | 1.56] 1.53 | 1.49 | 1-54 | 1.68 | 1.71 
Connecticut Mutual..... 3-34 | 3-60 | 3.80 | 3.46 | 3.35 | 3-40 | 3.13 | 3.29 | 3.17 | 3.12 | 2.99 | 2.94 | 25€ | 2.71 | 2.52 
Equitable, New York... .| 2.28 | 2.43 | 2.29 | 2.21 | 2.13 | 2.16 | 2.33 | 2.36 | 2.28 | 2.27] 2.27 2.14 2.19 224 | 2.22 
Equitable, Des Moin2s..| 1.86 1.51 | 1.72 | 1.42 | 1.43 | I-59 | 1.33 | 1-57 | 1-47 | 1.41 | 1-52 | I.44 | 1.33 | 1.36 1.54 
ETA ENC inciswicn meee 2.60 | 2.05 | 3.37 | 2.58 | 2.46 | 1.76 | 1.62 | 1.46 | 1.99 | 2.20 | 2 50 | 2 11 | 2.02 | 2.02 | 2.23 
Fidelity Mutual]......... 2.46 | 2.27 | 2.31 | 2.38 | 2.30 | 2.10 | 2.08 | 2.28 | 2.15 | 2.09 | 2.15 | 2,03 2.18 | 2.23 | 2.32 
Franklin Life........... 2.92 | 2.80 | 2.57 | 2.27 | 2.35 | 1.78-| 1.78 | 1.95 | 2.24 | 1.92 | 1.99 2.06 | 1 98 | 1.82 | 1.96 
Guardian of Am: ‘rica... .| 2.50 | 2 61 | 2.64 | 2.59 | 2.40 | 2.32 | 2.45 | 2.38 | 2.33 | 2.50 | 2.37 | 2.20 2.28 | 2.30 | 2.11 
OS Seo 2.48 | 2.54 | 2.55 | 2.20 | 2.41 | 2.10 | 2.00 | 1.97 | I.g1 | 2.04 | 1.87 | 1.75 | 1.99 | 1.88 | 1.99 
PMineis Life......00.ccse 2.38 | 2.53 | 2.75 | 2.62 | 2.42 | 2.45 | 2.41 | 2.67 | 2.42 | 2.35 | 2.32 | 2.02 | 2.00 | 1.79 | 1.99 
Manhattan ............. 3-12 | 3.12 | 2.95 | 2.91 | 3.00 | 2.77 | 2.95 | 2.92 | 2.96 | 3.02 | 2.82 | 2.63 | 3.18 | 3.19 | 3.02 
Maryland Life.......... 2.45 | 2.54 | 3.29 | 2.55 | 2.79 | 1.87 | 2.56 | 1.97 | 2.08 | 2.03 | 2.79 2.23 | 2.60 | 2.69 | 2.34 
Massachusetts Mutual...} 1.86 | 1.80 | I.90 | 2.08 | 1.79 | 1.73 | 1.82 | 1.72 | 1.72 | 1.64] 1.79 | 1.71 | 1.71 | 1.79 | 1.81 
Michigan Mutual .......] 2.37 | 2.15 | 2.21 | 2.30 | 2.21 | 2.29 | 1.93 | 1.95 | 2.23 | 2.16 | 2.06 2.22 | 2.26 | 2,22 2.03 
Minnesota Mutual...... 2.82 | 3.21 | 3 25 | 2.88 | 2.51 | 2.27 | 2.04 | 1.95 | 2.23 | 2 33 | 2.29 | 2.10 | 2.24 | 2.49 | 2.44 
Missouri State.......... 2.45 | 2.89 | 2.85 | 2.51 | 2.36 | 2.61 | 2.37 | 2.29 | 2.39 | 2.30 | 2.06 | 2.77 | 2.02 | 1.99 | 1.94 
Mutual Benefit.......... 2.26 | 2.33 | 2.29 | 2.22 | 2.06 | 1.98 | 1.83 | 1.88 | 1.97 | 1.83 | 1.89 | 1.68 | 1 67 | 1.60 | 1.74 
Mutual of New York....] 2.58 | 2.54 | 2.55 | 2.35 | 2.10 | 2.2¢ | 2.96 | 2.20 | 2.18 | 2.20 | 2.20 | 2.15 | 2.23 | 2.24 | 2.30) 
National Life, Vt....... 1.96 | 1.92 | 1.90 | 2.04 | 1.98 | 1.87 | 1.74 | 1 74 | 1.78 | 1.71 | 1.90 | 1.72 1.80 | 1.93 | 1.90 
National Life U. S. A...] 3.35 | 3.39 | 2.99 | 2.76 | 2.37 | 2.29 | 2 05 | 2.08 | 2.05 | 2.19 | 2.56 | 2.04 | I.go | 1.87 | 2.06 
New England........... 2.36 | 2.47 | 2.22 | 2.26 | 2.11 | 202 | 202/ 1.85 | 1.92/ 1.84] 1.96/ 1.71 | 1.70 1.78 178 
New York Life.......... 2.18 | 2.12 | 2.21 | 1.99 | 1.72 | 1.69 | 1.65 | 1.72 | 1.73 | 1.79 | 1.83 | 1.81 | 1.80 | 1.82 | 1.87 
Northwestern Mutual...| 1.68 | 1.73 | 1.76 | 1.79 | 1.69 | 1.64 | 1.58 | 1.52 | 1.59] 1.55 | 1.65 | 151 | 1.52/ 1.59 1.67 
Penn Mutual........... 2.04 | 1.86 | 1.95 | 2.04 | 1.89 | 1.9: | 1.73 | 1.80 | 1.88 1.85 | 1.63 | 1.83 | I 28 | 1.90 | 1.94 
Phoenix Mutual......... 2.26 | 2.52 | 2.39 | 2.45 | 2.38 | 2.05 | 2.04 | 2.23 | 2.20 | 1.95 | 2.22 | 2.07 | 1.89 | 2.01 | 195 
Presbyterian Ministers. .| 1.14 | 1.06 | 1.05 | 1.27 | 0.94 | 1.38 | 0.81 | 1.06 | 0 89 | 0.94 | 1.11 | 0.99 | 0.84 | 1.18 | 0.94 
Provident L. and T...... 1.68 | 2 00 | 1.59 | 1.65 | 1.67 | 1.87 | 1.66 | 1.70 | 1.63 | 1.68 | 1.70 | 1.53 | I 63 | 1.43 | 1.55 
Register Ale... «000000 1.70 | 1.74 | 2.21 | 1.72 | 1.22 | I 22 | 1.06 | 1.10 | 1.07 | 1.32 | 1.69 | 1.04 | 1.45 | 1.23 | I 29 
Reserve Loan........... 2.78 | 2.46 | 3.24 | 2.21 | 2.02 | 2.27 | 1.97 | 2.71 | 2.39 | 2.47 | 2.58 | 2.23 -15|\ 2:08 |/2:07 
VR) OMIDD so: o:5 100 «000% 2 43 | 2.47 | 2.38 | 2.17 | 1.94 | 2.10 | 2.35 | 2.23 | 2.24] 1.99 | 2.17] 1.91 | 2.26 | 2.25 | 2.06 
St. Louis Mutual....-....] 3.90 | 3.33 | 4.11 | 2.82 | 4.17 | 1.65 | 2 81 | 1.96 | 3.08 | 2.22 | 2.42 | 2.45 | 1.65 | 1.72 | 1 87 
Security Mutual, N. Y...| 2.52 | 2.61 | 2.67 | 2 58 | 2,48 | 2.3: | 2.29 | 2.21 | 2.33 | 211 | 2.23 | 2.14! 2.32 | 2.43 | 2.5 
State iuife, Ind.........+ 1.85 | 2.27 | 2.25 | 2.27 | 2.29 | 2.73 | ¢.82 | 1.49 | £.64 | 1.54 | 1.91 | 1.91 | 1.95 | 1.82 | 1.93 
State Mutual, Mass..... 1.65 | 2.16 | 1.85 | 2.12 | 1.75 | 1.84 | £.85 | 1.92 | 1.85 | 1.84 | 1.91 | 1.75 | 1.87 | 1.87 1 90 
COMO PUNG : sna s 6045000: 1.78 | 2.05 | 2.03 | 2.25 | 1.96 | 5.74 | £.90 | 1.85 | 1.72 | 1.91 | 1.88 | 1.70 | 1.62 | 1.80} £.81 
Union Central..........| 1.65 | 1.58 | 1.70 | 1.61 | 1.73 | 1.64 | 1.65 | 1.77 | 1.64 | 1.64 | 1.74 | 1.58 | 1.74 | 1 78| 1 89 
Union Mutual........... 2.50 | 2.39 | 2.54 | 2.29 | 2.33 | 1.83 | 1.84 | 1.97 | 2.06 | 2.03 | 2.13 | 1.92 | 196] I.g0 | 2 12 
United States.........+- 2.78 | 2.59 | 2.87 | 2.95 | 2.56 | 2.64 | 2.53 | 2.75 | 2.72 | 375 | 3.21 | 2.51 | 2.53 | 3.42 | 2.82 
Averages (43 cos.)......! 2.22 | 2.25 | 2.24 ) 2.14 | 1.96 | 1.94 | 1.86 | 1.89 | 1.89! 1.87 | 1.89 | 1.80, 1.84 | 1.84! 1 88 
companies of the United States for the the heavy taxation to which the com- 


year 1921, and year by year for twenty 
years, with also the averages for the four 
quinquennial periods and for the entire 
twenty years. These two items are the 


essential and most important outlets for, 


the money collected by the life insurance 
companies from .policyholders, 
consideration is, therefore, of great im- 
portance, both in themselves and rela- 
tively, not only to life insurance officials, 
but also to agents and_ policyholders. 
The lower this percentage is, the greater 
the possible return of dividends to policy- 
holders. As the companies have but very 
little control over the death rate, it is 
liable to abnormal fluctuations, which 
naturally have their effect on the com- 
bined rate. Similarly, economical man- 
agement of life insurance companies, 
while helpful, cannot entirely overcome 
general conditions which cause the rais- 
ing of essential expenses throughout the 
country; nor have managers control over 


and their 
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panies have been subjected in the past 
few years. 

The table shows that the companies 
presented had an 
death and expense rate of 1.61 per cent 


average combined 
during the year 1921, as compared with 
1.81 per cent in 1920, 1.92 per cent in 
1919, and 2.16 per cent in 1918, the year 
of the influenza epidemic. It will 
noted that this combined rate of 1.61 per 
the 
years. 


be 


cent is the lowest ever 
companies 
The opening rate of 2.22 per cent was 
surpassed but twice in two succeeding 
years, 1903 and 1904, 
were 2.25 per cent and 2.2 
spectively. 
The average 


attained by 


in the entire twenty 


when the rates 


percent, re- 


rate for the entire twenty 
years was 1.99 per cent, and for the five- 
year period ending in 1921, 1.85 per cent, 
a considerable decrease from the first 
five-year period, from 1902 to 1906, in- 
clusive, when the rate was 2.16 per cent, 
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INSURANCE IN FORCE OF 


New York.] 


ee ee ns) 


SEE 


FORTY-THREE LIFE INSURANCE COMPANIkg 


——— —————=——. 
— ce 
AVERAGES 





| 1917 | 1918 | 1919 | 1920 | 1921 rey 12 | 107] ya 
° | | 1902 | 1907 FT val Hoe 

| to to 
1906 | 1911 | 4916 | | 192 | ji 

| 

2.02 |'2:21 | i 84.| 1.72 | B.44:| 2:28'| 2.00'|:2; 200] a 1.74 | 1.92 
1.73 | 2.56 | 2.05 | 2.03 | 1.53 | 2.44 | 2.39 | 1.83 | 1.97 | 1.96 
1.16 | 1.58 | 1.37 | 1.28 | 0.90 | 1.64 | I 30| 1 14] 1.24 132 
2.08 | 2.54 | 2.33 | 2.19 | 2.05 | 2 00 | 2.08 | 2.31 | 2,29 217 
1.55 | 2.13 | 2.44 | 2.13 | 1.79 | 2.44 | 1.76 | 1 67/1. 96 1.88 
1.43 | 1.99 | 1.53 | 1.40 | 1.28 | 2.0¢ | 1.47 | 1.62| 1.47] 1.59 
2.34 | 2.72 | 2.46 | 2.28 | 2.06 | 3.52 | 3.23 | 2.72 | 2.34 | 2.88 
2.14 | 2.40 | 2.19 | 2.10 1.88 | 2.26 | 2.28 | 2.13 | 232 | 2.19 
1.43 | 1.95 | 1.74 | 1.50 1.28 | 1.57 | 1.48 | 1.44 | 1.55 | 159 
2.27 | 2.80 | 2.42 | 2.17 | 1.93 | 2.60 | 1.84 | 2.17 2.32 | 2.19 
2.02 | 2.70 | 2.19 | 2.10 2.09 | 2.34 | 2.14 | 2.19 | 1.22] 209 
1.95 | 2.16 | 2.10 | 2.11 | 1.79 | 2.53 | 1.94 | 1 96 | 2.00] 20 
2.37 | 2.63 | 2.36 | 1.92 | 1.89 | 2.55 | 2.42 | 2.24 | 2.20 2.33 
1.76 | 2.05 | 2.04 | 1 81 1.58 | 2.43 | 2.01 | 1.89 | 1.90| 2.08 
1.82 | 2,03 | 2.10 | 2.01 | 1.74 | 2.52 | 2.460|2.0 |1 04 | 2.14 
3-21 | 3-76 | 3.22 | 3.05 | 2 85 | 3 OL | 2.92 | 2 98 | 3.20 3,06 
2.27 | 3.07 | 2.69 | 1.99 | 1.92 | 2 72 | 2.31 | 2.53 | 1.43 2.43 
1.94 | 2.19 | 1.77 | £.74 | 1.44 | 1.89 | 1.72 | 1.76] 1.972] 175 
2.13 | 2.23 | 2.10 | 2.10 | 1.82 | 2 24 | 2.10 | 2.16} 2.06 | 2.15 
2 35 | 2.60 | 2.48 | 2.04 | 1.77 | 2.90 | 2.17 | 2.33 | 2.18 2.32 
1.90 | 2.50 | 2.14 | 2.09 , 1.73 | 2.57 | 2.37 | 2 10 | 2.04 | 2¢9 
I 64 | 1.93 | 1.69 | 1.59 1.40 | 2.22 | 1.89 1.70| 1.63} 1.77 
22 | 2.47 | 2.3 2,31 | I.92 | 2.41 | 2.20 | 2.23 | 2,22 | 224 
88 | 2.09 | 1.99 | 1.94 169| 1.36) 1.76 | 1.85 | 1.91 | 1.90 
Ig | 2.56 | 2.08 | 2.07 1.72 | 2.g0| .1: | 207) 209) 27 
74 | 2.20 | 1.77 | 1.83 | I 42 | 2.27 | 1.93 | 1.78 | 1.76 | 1.87 
89 | 2.20 | 2.06 | 2.03 | 1.77 | 2.03 | 1.71 | 1.84 | 201] 191 
51 | 1.78 | 1.67 | 1.61 | 1.41 | 1.73 | 157 | 1.58) 58/167 
87 | 2.23 | 1.92 | 1.94 1.57} 1.90 | I 84 | 1.90} 1.95 | 1.90 
87 | 2 290 | 2.02 | 1.88 | 1.69 | 2.40 | 2.08 | 2.03 | 10] 2.13 
07 | I.1I | 2.12 | 1.05 | I.c5 | I og | I O1 | 1.00] 1or| ror 
67 | 1.95 | 1.66 | 1.64 | 1.64 ] 1.71 | 1.75 | 1.57 | 1.63 | 1.66 
02 | 1.64 | 1.45 | 1.32 | 1.30 | 1.70 | 1.10 | 1.32 | 1.35 | 1.35 
2.30 | 2.23 | 2.22 | 2.29 | 2.12 | 2.41 | 2.43 | 2.11 | 2.92) 2.93 
2.28 | 2.41 | 1.88 | 1.89 1.58 | 2.26 | 2.17 | 2.13 | 1.98 | 209 
2.25 | 2.16 | 2.82 | 2.33 | 1.58 | 3.67 | 2.38 | 2.03 | 2.21 | 2.32 
2 28 | 2.63 | 2.38 | 2.08 1.80] 1.57 | 2.21 | 2.44 | 2.29 | 2.34 
2 05 | 2.34 | 2.49 | 2.68 1 °7] 2.27 | 1.56 | 1.86 | 2.28 | 1.77 
I 59 | 2.06 | 2.co | 1.82 | 1 61 | 1.90 | 1.86 | 1.86 | x 8} 1.84 
1.76 | 2.07 | 1.70 | 1.€0 ; 1.31 | 2.02 | x &4 | 1.74 | 1.81] 1.70 
1.77 | 2.07 | 1.91 | 1.79 | 1.60 | 1.66 | 1.07 | 1.75 | 1.81 | 1.62 
2.07 | 2.08 | 2.15 | 2.03 | =.01 | 2.41 | 2.95 | 2.00 | 2.06 | 2.13 
3-13 | 3-12 | 3.45 | 2.97 270] 2 75 2.75 2.92 | 3.10 | 2.86 
1.83 | 216 | 1.92! 182 1.68/2.16' 1.8 1.68 I. 84 1.85 | 1.95 





but one point higher than the 1912-16 
ratio of 1.84 per cent. 

The tabulation shows percentages of 
the combined outgo for death claims, ex- 
penses of management and taxes to the 
mean amount of insurance, year by year, 
for a period of twenty years. The data 
have been compiled from the annual re- 
ports filed with the insurance depart 


ments of the various States. The com- 


panies transacting industrial insurance 
are omitted from this table, as_ their 
management expenses are essentially 


higher than those organizations writing 
ordinary insurance alone. 


was elected presi: 


-E. A. Irwin of Atlanta, Ga., 
dent of the Georgia Local Underwriters Association 
it a recent meeting. Other officers were: Oscar 
Venable, vice-president, and W. Julius Thomas, secre 


tary treasurer. 


The Pella Farmers Mutual Storm Insurance Com: 
Pella, Wis. 


pany has been organized at 


class man as agency super 
visor to travel Ohio Kentucky @e 


good old company. 
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MISSOURI RATES 





Companies Give Data to Supt. Hyde 





sHOW BUSINESS UNSATISFACTORY 





toss Ratio 13 Per Cent Greater Than 
Premiums in 1921 

Sr, Lous, Mo., June 6.—Representative of 
146 insurance companies writing fire, lightning, 
yind and hail insurance in Missouri, Thursday, 
told Ben C. Hyde, State Superintendent of In- 
wrance at Jefferson City, that their losses and 
expenses had exceeded premiums collected in 
Missouri in 1921 by 13.61 per cent. This was 
brought out in the course of a hearing held to 
oermit the companies to present evidence to sus- 
tain their contentions that rates on these classes 
of insurance in Missouri should not be re- 
duced. 

The companies contended that during the five 
years, 1917-1921, they have sustained a net loss 
of $3,361,647 on Missouri business. 

It will be recalled that Superintendent Hyde 
st January ordered these companies to file 
ghedules with him showing an average reduc- 
tion in rates of 15 per cent, to become effective 
February 15, last. Instead the companies brought 
wit for injunction to restrain Superintendent 
Hyde from enforcing that order, claiming that 
they had been given no hearing. Superintend- 
eit Hyde, on the advice of the attorney-general, 
withdrew his order and granted the hearing 
ought, which was the proceeding of Thursday. 
The figures presented to Superintendent Hyde 
ad his assistants were not altogether satis- 
factory to them, being only summaries, with- 
out detailed classifications to show what items 
of expense were included, or how the totals 
et out were arrived at. Superintendent Hyde 
has requested that all that information and more 
be presented within the next two weeks, which 
has been agreed to. Aftr that, his conclusions 
will be announced. 


Centrai National Fire Reinsured 
Des Mornes, Ia., June 6.—The Connecticut 
ire Insurance Company of Hartford has re- 
nsured the Central National Fire Insurance 
Company of Des Moines. The board of the 
hter approved the reinsurance proposition 
atly last week and the stockholders ratified 


te agreement after an all-day session, conclud- 


ig late Thursday. 


The Connecticut will take over the business 
of the Central National immediately. Ralph 
Elliott, who is at present manager of the Mid- 
west department of the Phoenix of Hartford, 
will take over the management of the Central 
National department of the Connecticut in ad- 
dition. Offices will shortly be established in the 
Old Colony building, a new structure in the 
Des Moines business district, where Mr. Elliott 
will hold forth. 

The Central National officials expect to close 
up the affairs of the Central National as rap- 
idly as possible. George J. Delmege, veteran 
Des Moines fire insurance man who has been 
president of the Central National and who was 
active in its organization, expects to retire from 
the field and 
agricultural interests. 
the Century 
years ago 
& Marine. 

Other officers were: IF. C. 


insurance devote time to his 
He was president of 
Des Moines, 


the St. 


which some 
Paul Fire 


Fire of 
reinsured with 


Waterbury, vice- 
president; Homer A. Miller, vice-president; 
Simon Casady, treasurer; Theodore F. 
secretary; A. H. 
C. O. Goodwin, 
superintendent of agents. 


Grefe, 
Watson, assistant secretary; 
son-in-law of Mr. Delmege, 
None of these will 
it is understood. A 
number of the employees will be taken over, 
however. 

The Central 
capitalization of a million. 


go with the Connecticut, 


National was formed with a 
At the time of the 
reinsurance it had a surplus of $231,514, ac- 
cording to President Delmege. The company 
operated in the States of Iowa, Illinois, Ohio, 
Minnesota, Nebraska, South Dakota 
had four specials in Iowa 


Indiana, 
and Wisconsin. 
and 450 local agents, besides a special agent in 
each State. The Connecticut expects 
to employ two of the Iowa specials, it is under- 
stood, although not definitely announced. 

The Central National was organized some 
years ago at about the time that the 
National was organized in Des 
Stock is owned by residents of Iowa 
for the most part. 


outside 


five 
Iowa Fire 


Moines. 


Mississippi Fire to Have Underwriting 
Agency 

June 6.—Announcement is 
made at Jackson, Miss., that the Mississippi 
Fire of that city will launch an underwriting 
agency plant to be known as the Capital City 
Underwriters. Policy forms of the agency are 


Jackson, Miss., 


now on the press and will be ready for dis- 
tribution not later than June 15. The company 
expects to establish an underwriting agency in 
all of the larger and more important towns in 
Mississippi, in addition to the local agencies 
already commissioned. Credit for this progres- 
sive move is largely due to the capable Prioleau 
Ellis, who assumed the managership of the 
Mississippi Fire on May 1, and whose long ex- 
perience in fire underwriting in Southern terri- 
tory has thoroughly familiarized him with con- 
ditions in that section. Mr. Ellis said, in speak- 
ing of the future of the Mississippi Fire, that 
he holds the view that the dual agency syste 
of the company will enable it to serve bette 
the requirements of its agents and the property 
owners of the State, as well as to satisfy the 
demands of the reinsurance companies, who 
really want to handle excess lines from Mis- 
sissippi. This and other changes in the man- 
agement and underwriting policy of the Mis- 
sissippi Fire which Mr. Ellis has brought about 
have met with the cordial approval of the local 
agents. 

The Mississippi Fire has just completed the 
first twelve months of its existence, and Secre- 
tary W. D. Mounger announces that the first 
annual statement will shortly be made public. 





PERSONAL ITEMS 








Carl F. Sturhahn of Hartford, president of 
the Rossia of America, has returned to the 
United States after spending a month abroad. 

Darwin P. Kingsley will celebrate his fif- 
teenth anniversary as president of the New York 
Life Insurance Company on June 17. In rec- 
ognition thereof the company is making a 
special drive during June, especially during the 
first half of the month. 

Griffin M. Lovelace of the Carnegie Institute 
has resigned from that organization to direct 
courses in life insurance at New York 
University. 

The son of Assistant Supervisor of Publica- 
tions Arthur A. Fisk, of the Prudential In- 
surance Company, Newark, will graduate with 
honors from Harvard University at its com- 
ing commencement exercises. It is expected 
that young Mr. Fisk will shortly take a post 
abroad, perhaps in the diplomatic service. 

John G. Joachim, former mayor of Kenosha, 
Wis., has entered into partnership with F. A. 
Singer, prominent insurance man of Kenosha, 
and has formed the Joachim-Singer Company 
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Better Business ss Beckons You! 


It’s just around the corner. Be prepared to get your share. 63 


millions in losses paid. Excellent 


service and facilities make National Liberty policies easy to sell. 


Agents wanted in 





Apply today. 


open territory. 





years of fair dealing. 53 
f 
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NATIONAL LIBERTY INSURANCE CO. 
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; tig 
2, Fire Automobile 
Tornado Windstorm 





Rent and Rental Values 





Explosion and Riot 





Use and Occupancy H 





Sprinkler Leakage 








Cash Capital .......... $1,000,000 
Policyholders’ Surplus 3,785,733 
Premium Reserve.... 6,553,104 
PE os haaecneees 11,923,145 


OF AMERICA 
M. J. Averbeck, Chairman C. H. Coates, President 
Home Office, 709 Sixth Avenue, New York City 
Western Dept., 207 North Michigan Blvd., Chicago 





Tourist Baggage 
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THE SPECTATOR 

















Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
S. D. ANDRUS, Vice-Prest. and Managing Underwriter 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
: 406-412 DIME BANK BUILDING 
BBGETS. 5 00s0crcvccccsssvccceseccsessscossesseose $530,140.65 


LIABILITIES, INCLUDING CAPITAL............... 469,022.68 
OPES. o05o 0501000050 ce ewceccccncescese ce $61,117.97 
SURPLUS TO POLICYHOLDERS. ..........22ccc00. $320,267.97 


AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 














RITISH AMERICA ASSURANCE CO. 


TORONTO, CANADA 
INCORPORATED 1838 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 


UNITED STATES BRANCH 
January I, 1922 


kit dO Lik ig lame . $2,256,915 
EEE OES POO EE OT ee 1,601,036 
OOS E TOTO E ET Te TTT ee eT $655,879 


W. B. MEIKLE, President and General Manager. 








NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


GUSTAVUS B. HOLT, Special Agt. 


JOSEPH W. BECK, Special Agent 
72 Kilby Street, Boston, Mass. 


56 Richton Ave., Detroit, Mich. 
FRANK G. DELA HUNT, 


Special Agent . 
726 Racine Street, Milwaukee, Wis. 


W. P. RAY, Special Agent 
Terre Haute, Ind. 


ERIK LINDSKOG Special Agent 


C. C. CRANDALL, Special Agent t 
7 W. Lake St., Minneapolis, Minn. 


Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 








| sounn, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co. 


(MANCHESTER, N. 
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. s )) 
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1 FIFTY-SECOND ) 
PROGRESSIVE ANNUAL STATEMENT 
January I, 1922 


CASH CAPITAL $ 2,000,000.00 
ASSETS 10,944,349.77 
LIABILITIES.Except Capital 5,905.144.09 
SURPLUS TO POLICYHOLDERS 5.039.205.68 






































reneral Accident 


Zo OO FIRE AND LIFE 


R,ASSURANCE CORPORATION. Lid 


FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS 
PHILADELPHIA 












ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . - . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





WESTERN DEPARTMENT 
NEAL BASSETT, V.P. and Mgr. 
W. T. BASSETT, Ass’t Manager 

CHICAGO, ILL. 


” BASTERN DEPARTMENT 


D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEWARE, N. J. 














1922 POCKET STATISTICS 


Relating to the Insurance Business 


Useful to Insurer and Insured 


THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition 
of the principal stock fire insurance companies in comparative 
form for ten years. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of 
American and Canadian life insurance companies in compara- 
tive form for five years. 

HE POCKET REGISTER OF LIFE ASSOCIATIONS, showing 
the condition and business stipulated premium, assessment 
and fraternal associations; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, 
showing the condition and business of stock and assessment 
accident insurance companies and associations transacting 
personal accident insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCEL- 
LANEOUS INSURANCE COMPANIES IN AMERICA, 
showing detail condition and business of over 100 companies 
transacting various classes of business in comparative form 
for ten years; also additional table listing 174 companies not 
writing multiple casualty lines, or whose operations are more 
limited, showing one year’s figures only. 

The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1921. The tables are made up In 
convenient pocket form, having serviceable manila covers, and are invaluable 
to insurance men of all classes for ready reference. These publications are 


frequently spoken of as “Spectator Charts,’’ and have become standard authori- 
ties because of their trustworthiness and the convenient manner in which they 


are made up. 
PRICES 
In Manila Cover 75 cents In Flexible Pocketbook $1.25 


THE SPECTATOR COMPANY 


CHICAGO OFFICE : 135 WILuiAM S 
INSURANCE EXCHANGE NEW YOR 


TREET 
K 











= 
to d 


comg 
dia 


Be 
tinued 
more 
tweer 
peari 
astro 
fall 
New 
the cc 
and 1 
surrou 
it and 
it will 

Rac 
perhag 
the ra 
in pri 
the Be 
to put 
and ob 
as to t 
super: 


C 


Cast 
Agents 
Surety 
pointed 
agents 

Cleary 
agents 

ap 
Beatty, 
demnity 
transfer 
special ¢ 
the assi: 
SB 
(3B. & 
occurrec 
The rai 
ilsuranc 
per cent 
about $1 


ewer 











hursday 





CS 


ess 


ows: 
dition 
rative 


(DEX, 
ons of 
apara- 


owing 
sment 
years. 
NCE, 
sment 
acting 
years. 
5CEL- 
RICA, 
panies 

form 
es not 
more 


>d from 
eup in 
aluable 
yns are 
uthori- 
h they 


$1.25 


TREET 
K 





retaniense* 








THE SPECTATOR 








Fire Insurance 








June 8, 1922 

ass 

to deal in all kinds of insurance. The new 
frm will be district agents for several large 


prominent among which is the Guar- 
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NEW JERSEY ITEMS 

Bergen County Transit Facilities—Con- 
tinued evidences of the early realization of 
more convenient and rapid transit facilities be- 
tween Hackensack and Harlem are daily ap- 
pearing. Indications point in the direction of 
astrong and determined effort being made this 
fall for bringing up before the legislatures of 
New York and New Jersey a proposition for 
the construction of a tunnel between Harlem 
and the sections embracing Hackensack and 
srounding towns. The people are asking for 
itand if the project is carried through, in effect, 
tt will be far-reaching. 

Radio Control—A very important and 
perhaps serious problem for consideration is 
the rapid growth of radio-wireless installation 
in private residences. At a recent meeting of 
the Borough Council of Bogota it was decided 
fo put the matter up to the fire underwriters 
aid obtain from them their views and opinions 
asto the best methods to be adopted for proper 
supervision and control. 


CHICAGO AND THE WEST 


Casualty Company Appoints Chicago 
Agent.—The Northwestern Casualty & 
Surety Company of Milwaukee, Wis., has ap- 
pointed Cannon, Carolan & Ringer as general 
agents for all lines in Cook county; Eldridge & 
(lary have also been appointed Cook county 
agents for fidelity and surety business. 

P, J. Loranger Succeeds Beatty——H. O. 
betty, Chicago, manager of the Union In- 
iemnity Company of New Orleans, has been 
transferred to the home office as executive 
yecial agent and is succeeded by P. J. Loranger, 
the assistant manager. 

C., B. & Q. Loss Closed.—The loss on the 
(,B. & Q. Railway building and contents which 
weurred recently has been settled at $294,379.80. 
The railroad company did not carry sufficient 
isurance to comply with the terms of the 80 
ht cent clause and therefore will collect only 
thout $103,000 on contents. 


‘Columbian National to Reduce Stock 


LANSING, Micu., June 6.—A special meeting 
of the stockholders of the Columbian National 
Fire Insurance Company has ‘been called for 
June 23 for the purpose of amending the arti- 
cles of incorporation relative to the reduction 
of the capital stock, increasing the number of 
directors and amending the name of the com- 
pany and authorizing a consolidation of the 
company with the Columbian Insurance Com- 
pany of Indianapolis, Ind. 

The proposed plan of consolidation has been 
approved by the officers and boards of both 
companies and by the Insurance Commissioners 
of Michigan and Indiana. It is declared in the 
proposal to stockholders that the assets of 
either company or of the consolidated company 
cannot and will not be depleted by a penny as 
a result of the proposed consolidation. This is 
said to be an innovation in consolidation plans. 


Directory of English Insurance Brokers 


The Directory of Insurance Brokers, with 
List of Claims Assessors in the Principal 
Towns, for 1922, has been issued by Cawley’s 
Publicity Service. This is an English pub- 
lication embracing 128 pages, which includes 
chapters on The Insurance Broker’s Work— 
How Clients Benefit; The Commercial Uses of 
Life Assurance; What Is Credit Insurance?; 
License Insurance; Insurance Brokers’ Asso- 
ciations, and a directory of insurance brokers 
arranged by cities throughout Great Britain, 
with also a foreign section listing firms in 
France, Holland, Italy, Portugal, Turkey, 
Egypt and Morocco. Then follows a section 
devoted to claims assessors, which are also 
listed by cities. The price of this publication 
delivered in the United States is $2.50. 





Divides Pennsylvania Territory 


The Liverpool & London & Globe Insurance 
Company, Ltd., announce the division of their 
Pennsylvania territory into three special agents’ 
fields and the appointment of C. C. Clark to 
have supervision over the Central Pennsylvania 
territory. 

Mr. Clark has had long experience in the in- 
surance business, having been special agent for 
the State of Pennsylvania Insurance Company 
in» Wisconsin. 


—A _ well-known brokerage house estimates that in 
1921 there was a loss of $50,000,000 due to forgery 
and alteration of checks and drafts, the use 
of safety paper and protective devices. 


despite 


The Insurance Blue Book and Guide 


The 1921 edition of the well-known English 
publication entitled The Insurance Blue Book 
and Guide has been issued by Ritchie & 
Darling. A considerable portion of the 498 
pages in this book is occupied by statistics 
showing the extracts from the latest state- 
ments of the British insurance companies, gen- 
erally giving the data for 1919 and 1920 in 
comparative form. Summaries of valuation re- 
turns and specimens of bonuses are also given. 
Other information relates to income tax; stamp 
duties; various laws having a bearing on in- 
surance; a chapter devoted to insurance de- 
cisions; another containing a summary of in- 
surance law; tables showing the rates of 
premiums of life insurance companies; a di- 
rectory of insurance offices, with information 
as to officers, branch managers, etc.; a di- 
rectory of the principal insurance officers, 
brokers, etc., in the United Kingdom; data con- 
cerning organizations of actuaries, etc., and a 
directory of insurance brokers, agents and loss 
assessors. 

The Insurance Blue Book and Guide is pub- 
lished annually, and the 1921 issue is its forty- 
eighth annual number. The price of this pub- 
lication delivered in the United States is $5. 


Inspector’s Qualities 


In “Building Construction as Applied to Fire 
Insurance, and Inspecting for Fire Underwrit- 
ing Purposes,” by C. C. Dominge and W. O. 
Lincoln, and published by The Spectator Com- 
pany, the late Capt. Stratton is quoted as giving 
these for qualifications of an inspector : 

A man who never worries. A man in perfect 


health. A man who never rests. An expert 
architect. An expert construction engineer. 
An expert fire protection engineer. An expert 


in knowledge of manufacturing processes. An 
expert chemist and analyst of hazards and 


causes of fires. An expert adjuster. A diplo- 
mat and a prize fighter. 
Some qualifications!—The Eastern Under- 


writer. 


Handy Insurance Chart of British 
Companies 


A new English publication issued by the Post Maga- 
entitled “Handy Insurance Chart of British 
Companies,” presents in tabular form much informa- 
tion as to the income and outgo of the principal Brit- 
ish companies, with ratios showing the proportion of 
total business done in various leading classes of in- 
and other interesting ratios. The Handy In- 
surance Chart is of pocket containing some 
seventy pages of information, and its price delivered 
in the United States is $1.75. 
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FIRE AND ALLIED LINES 
REINSURANCE ONLY 


INTER: OCEAN REINSURANCE COMPANY 


SEDARRAPIDS 





CEDAR RAPIDS ,IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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THOS. H. ANDERSON, © 
CHARLES A. NOTTINGHAM, 
ROBT. H. WILLIAMS, } Assistant Managers. 


\ Managers. 


CHARLES L. PURDIN, 


NEW JERSEY, PENNSYLVANIA, 
MARYLAND, DELAWARE, 
DISTRICT OF COLUMBIA, 

“ VIRGINIA, WEST VIRGINIA, 
NORTH CAROLINA, 
SOUTH CAROLINA. 


By 


, 27 KIL 
H. M. FENTON, Manager 


PHILADELPHIA OFFICE 
Manager 


HARRY W. STEPHENSON 


OFFICE 


FIRE AUTOMOBILE 
TORNADO SPRINKLER LEAKAGE 
EXPLOSION USE AND OCCUPANCY 
POSTAL PROFITS TRANSPORTATION 

COMMISSIONS 


STRIKE, RIOT AND CIVIL COMMOTION 


ESTABLISHED 1836 Vv vwvev went te 


the State of New York, is as follows: 
ASSETS 
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SURPLUS 







Thus showing Excess or EXPENDITURE Of.... 2... .00. 000006 ooceccececeeecce cnn. 
And IncrEAsE oF Assets in the same time of 





Procress of the United States Branch: Net Premiums —1848, $4,519: 1 
$10,804,787.86. 


Losses—The amount paid in satisfaction of fire losses in the United States to th 





and the faithfulness with which the Company’s losses are adjusted and settled. 
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The statement of the condition of the United States Branch on the 1st of January, 1922, in accordance with the laws of 


Sasa Masai tira Eel da ins widichait on Sitesi gibenisics eveccccses SS,666 20004 
As an illustration of the Company’s practice in maintaining its Assets in the United States in a year of excessive loss the 
following figures may interest policyholders: Assets at January I Income Expenditure 
1906 (San Francisco Fire)............... --. $12,234,948 $8,144,207 $9,888,323 
MO 86S kd Sheek ier aws bee as etic S eae 12,335,961 -eeaceeion _”) semdeerete 


$2,422,126; 1888, $3,928,010; 1898, $4,979,422: 1908, $7,427,618; 1918, $11,618,840.85; 1920, $14,297,399.23; 19% 


$182,000,000. This large sum, in conjunction with the growth of the Company’s business, evinces the confidence of the publi 
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.B WELL, President 
JOHN ¢ SCHULTZ, Vice-President 
‘wM. SCHROEDER, Vice-President 

F, E. NORWINE, Treasurer 

GEO. M. SEITZ, Asst. Goonetary. 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement June 30, 1921 


ASSETS 

Mortgage Loans......... $64,000 00 
WRI cnc gsteverstsls orersietels 681,621.91 
Stocks Neaies 59,595.00 
“rc, eS seeeeeareemnceese 13,944.40 
Agents Balances......... 168,024.49 
Interest Accrued......... 18,342.11 

Market Value Bonds over 

Book Value (Insurance 

Commissioner’s Valua- 
DR cstscserndevssees SERS 
$1,017,307.51 

LIABILITIES 
Unearned Prem. Reserve... $424,038.82 
Reserve for Taxes, etc.... 2,279.17 
Unadjusted Losses....... 103,628.86 
Accounts Payable........ 57,646.71 


Capital Stock. $200,000.00 
Net Surplus.. 229,713.59 
Surplus to Policyholders... 429,713.95 


$1,017,307.51 
Results Since January 1, 1921 


Increase in Assets....... $80,914.56 
Increase in Reserve....... 94,963.25 
Decrease in Surplus...... 15,071.02 











“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 





Capital.......... $ 700,000 

Surplus to Policy 
Holders....... 1,450,401 

Assets........... 3,509,765 








DIFFER ON LOSSES 


Arkansas General Agents 
They Can Be Reduced 


SEE LOWER RATES IN FUTURE 





Believe 








Challenge Commissioners’ Statement 
“Under Present Law There Can 
Be No Reduction” 


LitrLteE Rock, Ark., May 29.—In his annual 
report, Insurance Commissioner Bruce T. Bul- 
lion makes the prediction that it will be im- 
possible under the interpretation of the statute 
by the Supreme Court to reduce the fire insur- 
ance rates in Arkansas. His position is at- 
tacked by J. Gilbert Leigh of L. B. Leigh & 
Co., general agents, who declares that the edu- 
cational campaign for fire prevention and the 
construction of better buildings reducing the 
fire hazard will eventually bring about a re- 
duction in rate. Mr. Leigh says: 


Assuming that Commissioner Bullion has 
been correctly quoted in the statement I have 
seen “that under this law fire insurance rates 
in this State will never be reduced when un- 
derwriting profits are to be computed accord- 
ing to the methods we are required to use,” I 
am compelled to take issue with Mr. Bullion, 
and to say that his statement is not only very 
misleading but does not harmonize with the 
facts. 

The language of the law is: “If it appears 
that for such five-year period (being the five 
years immediately preceding) the stock fire 
insurance companies doing business in this 
State have made an aggregate underwriting 
profit in excess of five per cent, the Insurance 
Commissioner shall have the power to order 
such reduction in rates as will reduce the un- 
derwriting profit on business thereafter done 
to five per cent.” 

This leaves the matter absolutely dependent 
on the results in the State, and upon a basis 
of fairness and equity not enjoyed by the con- 
sumer in any other business. 

It is interesting to note in this connection 
that the Insurance Commissioners’ Convention, 
composed of the Insurance Commissioners of 
all the States, after a painstaking study of the 
subject for two years, decided with only one 
dissenting vote, that of Mr. Bullion, that the 
only logical and correct determination of un- 
derwriting profits is deducting incurred losses 
and expenses from earned premiums. They 
also held that the minimum profit the fire in- 
surance companies should be allowed is five 
per cent, as provided by the Arkansas law, plus 
three per cent to take care of conflagrations, 
making a total of eight per cent, so that the 
Arkansas law requires the fire insurance busi- 
ness to be conducted on a smaller margin than 
the Insurance Commissioners’ Convention feels 
is necessary to attract sufficient capital into 
the business to furnish the sound indemnity 
required by the commercial interests of the 
country. 

If Mr. Bullion has intended to say that he 
believes the fire losses in this State will never 
be reduced to the point where the rates may 
be reduced, and the insurance companies still 
make their profit as allowed by the law, then 
he is indulging in an indictment of the Arkan- 
sas people, in which I cannot agree. 

Statistics show that two-thirds of the fires 
are from preventable causes, and I believe the 
educational work being done to correct this is 
bringing the people to a realization of this 
condition, and I look for the time to come 
when, under more careful methods and im- 
proved construction and protection, and the 
inducement of fire insurance rates based abso- 
lutely upon results. 


TI 


NORTHERN OF LONDON MAKES GAINS 


Presents Strong United States Branch 
Statement—Does Big Business Abroad 


Although the Northern Assurance Company, 
Ltd., of London, England, remitted last year to 
its home office the net sum of about $408,000, it 
still is able to show an increase in the assets of 
its United States branch of over $36,000, while 
its American surplus has grown to the extent 
of over $102,000. The United States branch 
now holds assets amounting to $9,610,941, and 
its surplus to policyholders is $3,227,379. A 
large proportion of its assets consists of bonds 
and stocks valued at over $7,200,000, while its 
cash balance was nearly $700,000 on December 
31, last. Its principal liability is its unearned 
premium reserve, $5,184,774. The company 
owns the building at 135 William street, New 
York, where are located the Southern depart- 
ment, special risk, automobile and loss depart- 
ments, while the New England and Middle de- 
partments are located at 55 John street, its 
equity in the William street building being 
$225,000. Its security holdings are divided as 
follows: Government bonds, $3,350,100; State, 
province, county and municipal bonds, $848,000; 
railroad bonds, $2,210,847; miscellaneous bonds, 
$456,920; railroad stocks, $266,115, and miscel- 
laneous stocks, $68,600. 

The Northern began business in the United 
States in 1854, and operates in all of the States 
and territories except Arkansas. The Northern 
Assurance was established in 1836, and its 
latest available home office statement shows 


ol 


Suacance Sompouny 
69th 
ANNUAL STATEMENT 
JAN. Ist, 1922 
i ee $1,000,000.00 


7,518,599.03 
4,877,687.25 









Net Surplus to 
Policyholders. 2,640,911.78 





Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A., 514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P. Phil:ips, Exec. S.A.,1506 E. 17th St., Bklyn. 
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UNITED STATES BRANCH 


110 WILLIAM STREET, NEW YORK, N. Y. 
HORATIO N, KELSEY, MANAGER 


EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


Iowa State Traveling Men’s Association 


‘Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1922, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 




















UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STSEET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAC 4478 














INSURANCE GENERAL CASUALTY 


and SURETY INSURANCE 


Workmen’s Compensation, Automobile, 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


ELMER H. DEARTH, President 
606 Woodward Ave., Cor. Congress 





GENERAL CASUALTY & SURETY CO. 


Detroit, Mich. 














E. KIMBALL, Pres’t GUY E. WELLS, Vice-Pres’t WM.C. DOOLITTLE, Asst. Sec-Treas 


CLEVELAND NATIONAL 


FIRE INSURANCE CO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnishes. 

There must be efficiency of the highest order and efficiency rests upon close and intelli- 
gent co-operation between management and agents. 

With all the facilities it can extend to agents, the CLEVELAND NATIONAL guar- 
antees this character of co-operation to them 

IF YOU WANT THAT KIND OF C OMPANY YOU HAVE A PLACE IN YOUR 

AGENCY FOR THE CLEVELAND NATION 
ARCHIBALD KE a Sec.-Treas. and Manag. Underwriter. 














Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 
CAPITAL 


$10.000,000.00 


RESERVE FOR ALL “OTHER LIABILITIES 


20,592.997.95 
12,21 = Ke) 10.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 


210 Sansome Street 
San Francisco, California 


Marine Department 


WM.H.McGEE & CO., Gen’! Agts 
15 William Street, New York City 


Western Department 
WALTER H. SAGE, Gen’! Mer. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, II. 
Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 
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assets of £15,352,828, and its total premiums in 
1g2l exceeded £5,900,000, its interest income in 
that year having been £551,007, while its under- 
writing profit was £117,517. 

While in the United States the Northern 
ransacts fire insurance and some of its allied 
fines, such as motor vehicle, tornado, sprinkler 
akage, and riot and civil commotion, at its 
home office it advertises that it covers every 
cass of risk. Its net premiums in the fire de- 
gartment in 1921 were £2,575,823, and the aver- 
age loss ratio for the year was 55.22 per cent. 
its net marine premiums for 1921 amounted to 
£986,789; the net premiums of the accident 
department, including liability and personal ac- 
cident, were £974,755; the life department pre- 
niums amounted to £373,056; the sum of £27,676 
yas received for annuities, while the premiums 
in the endowment and capital redemption fund 
branch were £11,168. 

An interim dividend of 8 shillings per share 
(less income tax) was paid in November, and a 
dividend of 9 shillings per share was proposed 
in order to make a total of 17 shillings per 
sare for the year, the same as in 1920. 

The profit and loss account shows a balance 
wailable, after providing for dividends, . of 
£250,525. 

The following companies are now associated 
with the Northern: Indemnity Mutual Marine 
Assurance Company; Medway Insurance Com- 
pany; National Guarantee and Suretyship 
Association; Provident Accident and Guarantee 
Company; Royal Scottish Insurance Company; 
White Cross Insurance Association, and World 
Marine and General Insurance Company. The 
joint general managers of the company are H. 
Gaylord and J. Robertson. The general attorney 
for the United States and manager for the 
Fastern and Southern departments at New 
York is Alfred G. Martin, the assistant man- 
agers at New York being J. Victor Lane and 
Charles W. Cooper. The Western and Pacific 
departments at Chicago are managed by J. C. 
Corbet, with H. D. Lewis as assistant manager. 
The latter will succeed Mr. Corbet as manager 
on July 1. 


GUSTAF LINDQUIST RESIGNS 

lives Up Office of Commissioner to Head 
Accident Company 

After two years as State Commissioner of 
surance, Gustaf Lindquist of Minnesota has 
signed to become president of the Travelers 
Equitable Insurance Company of Minneapolis 
ad vice-president of the Insurance Holding 
Company, 
The position of Insurance Commissioner has 
ieen offered to F. A. Dickey, Minneapolis in- 
lance man, it is announced by Governor 
reus, but has not yet been accepted by him. 
In offering his resignation, Mr. Lindquist 
wote Governor Preus: “Permit me to express 
0 you my sincere appreciation of your ever- 
splendid co-operation and able efforts on my 
behalf.” 
In accepting the resignation, Governor Preus 
"old : “It is with deep regret that I accept 
we resignation. You have been a most faith- 
‘tl and efficient public servant. No one could 
‘te administered the duties of the office more 


to my satisfaction and, I believe, for the public 
interest than you have.” 

Mr. Lindquist was appointed Insurance Com- 
missioner July 1, 1920, by Governor Burnquist, 
and was reappointed by Governor Preus. Prior 
to that time he had served as Deputy Insurance 
Commissioner and private secretary to Gov- 
ernor Burnquist. 

“Tt is with deep regret that I leave the State 
employ,” said Commissioner Lindquist. “I Rave 
tried to do things for the good in this depart- 
ment and I believe have accomplished some 
things that have won the approval of the insur- 
ance world.” 

Commissioner Lindquist has had a notable 
career as Insurance Commissioner of Minne- 
sota. He has been an outstanding figure in the 
National Convention of Insurance Commis- 
sioners, and has been a member of several im- 
portant committees, among which are the com- 
mittee on accident and health policies and ex- 
aminations and rates of insurance companies. 


Vade Mecum for Fire Insurance Officials 

A new book bearing the above title is about 
to be issued by C. and E. Layton, the author 
being John Gibbs, F.C.I.I., of Bristol, England, 
who is connected with the Phoenix Assurance 
Company.” This book may be summarized as 
comprising two main divisions, namely, a 
“Standard Guide,’ which relates to common 
hazards, etc., and “Hazardous Goods,” with 
articles relating to each material classified as 
hazardous. There is also information concern- 
ing manufacturing processes, and data concern- 
ing trade classifications and processes, plan 
drawing and reporting, warranties, and various 
acts of Parliament. This book may be ob- 
tained when issued from The Spectator Com- 
pany at $3.50 per copy. 


Marl D. King, manager of the Casualty De- 
partment of the Chicago office of Fred S. James 
& Company, and Francis R. Blossom, have been 
admitted to membership in the firm of Fred 
S. James & Company. 
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What Every Agent Knows 


“He who hath the truth at his heart need never fear the want 
of persuasion on his tongue.”—John Ruskin 


The foundation of successful salesmanship is confi- 
dence. The purchaser must have confidence in the 
seller. The seller must have confidence in the thing 


Confidence inspires confidence. The sincere ring in 


the voice of the seller carries conviction to the mind 


In no form of selling does confidence play a more 
important part than in the selling of insurance—an 
intangible service of a technical nature. 


No man can foresee all the contingencies that may 
arise in the event of a loss. 
has depended, in dealing with broad-gauge companies, 
upon the spirit of the contract. 


Any agent who represents a company like the 
Fireman’s Fund can sell with unbounded confidence 
—in the security of the contract he sells, of course— 
but, more important still, with confidence in the 
spirit in which the company will interpret its 


Many a Fireman’s Fund agent has said, “There is no 
company I would rather represent or be insured in 
than the Fireman’s Fund.” 
cause they know. They sell because they believe. 


Fire Automobile and Marine Insurance 


FIREMAN’S FUND 





Much must, and always 
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ORGANIZED ABILITY 


In the UNION NATIONAL you havea fine example of what may be accomplished by organ- 
izing individual ability so that it operates as one powerful unit. Each of the Company’s 
officers and executives has brought to it some outstanding qualification for his office. Bonded 
together, they direct the affairs of the company in a clean cut, sure hitting manner that is 
rapidly placing it among the foremost of Texas companies. 


Though each one specializes in some one detail of management, all have one thing in common: 
An appreciation of the part the Company must play in the work of its agents. It is in this 
way that they co-operate with each other to give the agent every possible advantage of a live, 
forceful Company that the thoroughness of the organization of their several abilities is most 


clearly seen. 


Agents who want the strong backing of organized ability will receive an interesting reply 
to a letter addressed to 


The Agency Department 


THE UNION NATIONAL LIFE INSURANCE COMPANY 


Houston, Texas 
J. C. STRIBLING, President J. M. YOES, Secretary 











| PUBLIC LIFE INSURANCE C1, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 
| for 


|| SUPERINTENDENTS and ASSISTANTS 





Correspondence Treated Confidentially 


Write today; we may have just what you want 


Nn 





ALFRED CLOVER, General Manager, 
Chairman of the Board 


Hutchinson, Kansas 


108 So. La Salle Street CHICAGO, ILLINOIS 
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THE PUBLICITY CAMPAIGN 


It Is Reported National Association 
Is to Proceed with Its Press 
Agency Plan 





LEADERS UPSET BY PRESS 
CRITICISMS 
Alleged Interview with Association Officers 
Threatens Punishment of Certain Critics 


It is in the air that some members of the 
National Association of Life Underwriters are 
4 little disgruntled because of the frankness 
with which some insurance papers have analyzed 
the proposed plan of the association to secure 
publicity in daily papers. In fact, according to 
one insurance journal, “the insurance papers 
we being carefully scrutinized, and those which 
ae taking an unfriendly attitude toward the 
publicity campaign are liable to be outlawed”! 
Itis not quite understood what is meant by the 
apression “outlawed.” From this, is it to be 
cncluded that the poor editors who have dared 
to express their opinions are going to be pil- 
ried or blacklisted or ostracized? Will they 
no longer be able to go about as self-respecting 
citizens, holding their heads erect? 

It is difficult to refrain from expressing the 
telief that none of the insurance journals which 
my have given its views concerning the pro- 
posed plan has anything but the best of feeling 
for the life underwriters, and that each of such 
journals would welcome any practical plan 
which would tend to further extend the ad- 
vantages of life insurance. 

So far as THE SPECTATOR is concerned, every 
bit of its criticism has been of a constructive 
character, and it is believed we have submitted, 
through our columns in recent articles, the only 
practical way for the companies and agents to 
achieve the desired publicity for life insurance. 
Indeed, it has always been the policy of THE 
SpecTATOR to encourage the companies and 
agents in undertaking desirable institutional ad- 
vetising in the daily press. In fact, in the 
issue of March 30, 1922, it was stated: 

Now, there does appear to be some feasibility 
oa plan of general popular publicity which 
might have for its aim the dissemination in the 
tlumns of the daily newspapers and secular 
press of accurate news of insurance events that 
lave a public interest. Should a plan of this 
kind, namely, dissemination of insurance news 
of public interest, be undertaken by the Life 
Underwriters Association, and limited to this 
end, THE Spectator believes it ought to be 
rneficial in the long run, as it would have a 
ttndency to substitute accuracy for half truths 
news read by the public. 

The foregoing expression of opinion was 
made before the criticism of the National Asso- 
tation’s publicity plan was begun. The state- 
ments then made constituted an honest regard 
sal the welfare of the life insurance business, 
minting out, as they did, to the underwriters, 
ttrtain dangers, and definitely describing limita- 
ons of a general publicity program, adding 
that, as apparently contemplated, the proposed 
jan did not seem practical and would, in all 
Wobability, not work out as hoped and an- 
‘pated. Again, in the issue of THE SPECTATOR 


of May 4 it was stated that if the National 
Association of Life Underwriters really 
thought it would be sufficiently advantageous to 
carry through the campaign outlined, it must 
make up its mind to undertake the collection 
from companies of a fund of about one or two 
million dollars or more to pay for a year’s test 
of the suggested institutional advertising 
scheme, which would, of course, advocate honest 
advertising in the advertising columns of the 
papers. 

Tue SPECTATOR is on record as favoring any 
common-sense plan of institutional advertising, 
and is one of those insurance journals which 
has commented in favor of a practical plan; but 
it has also offered what it considers construc- 
tive criticism to the officers and trustees of the 
National Association in several previous articles, 
which, if they had been favorably considered, 
might have avoided some recent complications. 

It is now stated that it is the intention of the 
leaders in the National Association of Life 
Underwriters to proceed with the program out- 
lined, regardless of the constructive criticism 
of their newspaper friends, and if the plan is 
tested THE SPECTATOR wishes the companies and 
agents all success in the getting of new business 
thereby. 

However, notwithstanding recent statements 
to the contrary, it does not appear to us that 
there is a consistent, sound plan for institutional 
advertising before the life insurance companies 
and agents of the United States at the present 
time. The campaign laid out by certain mem- 
bers of the National Association of Life Un- 
derwriters has not yet been developed; in fact, 
some take the view that as probable failure 
confronts the idea, which was heralded a few 
months ago, its promoters have begun to feel 
an urgent desire to find a scapegoat upon whom 
to place responsibility for failure. Perhaps 
because certain independent insurance journals 
have exercised their function of constructively 
criticising in good faith and for the good of 
insurance, the leaders identified with the plan 
referred to have been nettled by the assertions 
of opinions not in harmony with their own, and 
prefer to maintain such criticisms responsible 
for the failure of the project, if it shall come 
to naught, rather than admit an error of judg- 
ment on their own part. 

It has been said, “Faithful are the wounds of 


a friend.” While favoring life insurance insti- 


tutional advertising along correct and feasible 
lines, THE SpEcTAToR has felt constrained to 
differ with some of its friends as to 
the desirability of the projected plan, along 
the lines upon which it has been  pro- 
posed to carry it into effect. If, how- 
ever, the National Association has deter- 
mined to make the experiment, THE SPECTATOR 
wishes it well and will be among the first to 
commend it if the plan works out successfully. 
THE Spectator has expressed its convictions 
in the matter, and still believes that its judg- 
ment as to the impracticability of the scheme 
is correct. 

Last Friday a representative of Tue Specra- 
TOR called upon Executive Secretary E. M. En- 
sign of the National Association of Life Un- 
derwriters, to whom it had been referred by 
officials when previously requesting informa- 
tion regarding the publicity plan, and asked him 
concerning the accuracy of the article above 
referred to, but Mr. Ensign would neither deny 
nor affirm the correctness of the alleged views 
of association leaders quoted in the article. 


About the Red Letter Service Company 

Inquiries have been made by Tue Specta- 
TOR within the last few days concerning the 
Red Letter Service Company, which has a 
nominal location at 500 Fifth avenue, New 
York. At the office of the county clerk in New 
York city it was stated that there was no rec- 
ord of the Red Letter Service Company, and 
that it might be incorporated in some other 
State, as. it is not registered in the county 
clerk’s office in New York county, and there- 
fore would seem to be operating without com- 
pliance with the laws. 

A representative of THE Spectator called 
at the office of the Secretary of State, in Al- 
bany, and learned that there is no record in 
that office of the company named having been 
incorporated. 

Secretary of State John J. Lyons, said: 

Answering your inquiry of today we have to 
state that we have made a diligent search of 
the index of certificates of incorporation on file 
in this office and do not find that any certificate 
of incorporation has been filed under the name 
Red Letter Service Company. 


—The New York Insurance Department has issued 
under date of April 1, 1922, a book of 350 pages 
containing a list of persons, partnerships, associations 
and corporations licensed as_ brokers. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 
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American 
National Insurance Company” 
OF GALVESTON, TEXAS 


W. L. MOODY, JR., President SHEARN MOODY, Vice Presid 
W. J. SHAW, Secretary 


FINANCIAL STATEMENT 


DECEMBER 31, 1921 


HE self-sacrifice of Regulus is I 
one of the big glories of his- 


tory. As the story goes he 


was captured by the Car- ADMITTED ASSETS 


Real Estate Owned 

Mortgage Loans (First L ien). 

Collateral Loans 

Loans Made to Policyholders (on this company’s Policies) 


thaginians and held as a slave for 


years. Later he was sent to Rome 
Ceitificates of Deposit 


Interest Due and Accrued 


(Less Loading) 
All Other Assets 


with instructions to advise his coun- 


try to sue for peace. If there was 


peace Regulus was to be freed—if 
LIABILITIES 


Net Reserve, American Experience 
(3 and 3% Per Cent) 
Special and Contingent Reserves 
Reserves for Death Losses in Process of Adjustment or Adjusted 


not he was to return to Carthage and 
give his life. The supposition was 
that the old Roman would proclaim 


the power and strength of the African 


and Unpaid 
Reserves for Taxes 
All Other Liabilities.. 
Capital Stock 
Assigned Funds. 
Surplus 
Surplus to Policyholders 
TOTAL LIABILITIES $11,672,936,92 © 
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town and scare his own country into 


submission. But the supposition 


ORDINARY AND INDUSTRIAL LIFE INSURANCE IN FORCE 
$157,699, 773.00 


Operates In Nineteen States and the Republic of Cuba 
*“*ANCHOR TO THE ANICO” 


went wrong. _Regulus urged Rome to 
fight on. Incidentally he was ad- 
vised to stay and not go back. “I 
have given my word,” he replied and 
went back to die. And yet, as 
Thackeray said—“’Tis not the dying 
for a faith that is so hard, ‘tis the 
In every home 











An Agent Is Just As Good 
As His Service 


Service marks the worth of a life 7 
insurance salesman. His value to” 
the community and the volume of” 
his income depends upon his service,” 


living up to it.” 
someone is living up to the faith. In 


every home someone has given his By most ardent co-operation with ~ 


its agents The Lincoln Life assures ~ 


word. Life insurance justifies faith 
and loyalty. No man has any right 
to weaken or destroy a faith which he 


There are Splendid 
Service Opportuni- 
ties now in 


Arizona 


them unlimited service possibilities. 7 
The Lincoln Life Home Office issues 7 


policies on nearly all applications” 
received and delivers the policies. 


California 
Colorado 
Illinois 
Indiana 
lowa 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Pennsylvania 
Seuth Dakota 
Texas 
Utah 
West Virginia 
Wisconsin 
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lofti record=breaking time. 
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The Lincoln National Life? 
Insurance Company 
“Its Name Indicates Its Character” 
Lincoin Life Building, Fort Wayne, | 


The Prudential 
Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
Forrest F. Dryden, President 
Home Office, Newark, New Jersey 
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THE SPECTATOR 


A WEEKLY REVIEW OF INSURANCE 

















New York and Chi 


INSURANCE 


cago, Thursday, June 8, 1922 


——— Eee 


SECTION 








ONCE MORE LAPSES 


Lapses Are But Grown-Up Arrears 
Which Could Have Been Killed 


COST OF BACKSLIDERS 


The College President Gives a Talk on the 
Expense of Re-conversion 


Years ago, when the writer was a young chap, 
he taught mathematics in a colored university 
in the far South. 

We had seventy-odd young men, 
whom wanted to be ministers and missionaries. 
Their fathers had been slaves and worked with 
their muscles; the sons wanted to rest their 
muscles and work with their heads. 

Our president was a clear-headed chap. One 
time he was giving one of his talks. 

“The trouble with you fellows is that we have 
to convert you all over again about once a 
month,” he said. “I sometimes think you drop 
back into your sins just for the fun of getting 
all stirred up and having the excitement of re- 
conversion. I’ve been doing some figuring. 
My own salary is two hundred a month, and I 
figure that about one-quarter of my time is used 
in re-conversion. So it is with every teacher 
here. It costs this school not far from four 
hundred a month for re-conversion of the back- 
sliders. I'll leave it to you if it isn’t foolish. 

“Just to be personal, take the big chap here 
in the front row. To my positive knowledge 
he’s been re-converted ten times this year. I 
sometimes get to thinking that if the only use 
we put the Bible to is for re-conversion, we’d 
better scrap the whole deal and stay sot in our 
sins. In this school salvation isn’t a paying 
proposition. It’s like going fishing, and every 
time you get hold of a fish, cutting the line and 
We spend more time in 


most of 


starting in over again. 
religious experience meetings than would make 
all of us Isaac Newtons if we gave the same 
time to the acquisition of knowledge.” 


Dotxnc Tt Over AGAIN 

One of the most discouraging things in life 
is to do a joh and have to do it all over again. 
The loss to the world is something frightful. 
If in material matters every job had to be done 
‘teen times we'd never get anywhere—the cost 
would he too great. 

Out here in the Bronx they are putting up a 
lot of flat houses. Suppose that after putting 
the roof on every flat house they had to build 
it all over again. Imagine what rents we’d 
have to pay! 

Now, the frightful leak in life insurance 


companies is lapsing. 


An agent half insures a 
man, carelessly lets him get into arrears, and 
presently he drops out—long before he has paid 
the company for the expense of putting him on 
its books. Multiply that by a hundred thousand 
and you'll get the idea under your skin what 
kind of a deal lapsing means to an industrial 
company. 

The company send out 
literature, attempting to keep its policyholders 
converted, but the whole thing goes back to 
shall talk 


may cartloads of 


the solicitor. Here we about one 
thing. That is arrears. 

If there were no arrears thcre wouldn't be 
any lapses. That, of course, is ax Now, 
with the average solicitor he finds it far more 


] 


iomatic. 


difficult to collect premiums from the careless 
than he does, of course, from those who have 
ready. The temptation is to 
alone and collect from the 


the premiums 
leave the arrears 
easy ones. 

3ut to do that is the way to skyrocket your 
percentage of lapses. Let a chap get a month 
in arrears, and it isn’t four times as hard to 
collect the twenty times. 
The very minute a premium is overdue, that is 
all his powers 


arrears; it’s ten or 


the time for the solicitor to use 
with that policyholder. Get it way under your 
skin—if no premiums are in arrears, there will 
be no lapses. 

The 
road. 
on the first twenty miles of his run, he will find 
The way to 


trains on a rail- 


like 


If an engineer loses the first ten minutes 


thine is overdue 


it impossible to make up his time. 
be on time is not to lose the first single minute. 

Every morning look over your collections. 
Spend not a moment on the easy man or wo- 
man. Spend all the time necessary to make the 
policvholder one week in arrears pay up. Re- 
member that it will be far harder to collect 
three weeks of arrears than one or two ,weeks. 
The will you 


vourself new poliy- 


waste in effort and time cost 


the gaining of several 
holders. 
Dean Horses 


Uniess you yourself realize the frightful loss 


PAYING FOR 


g, you 
will never keep down your percentage And 
the worst of it is that if a solicitor allows him 


little careless as te 


to your company and yourself by lapsin 


self to be even a arrears 
from that time right on and on he has a con- 
tinual and an increasing fight to keep down the 
It’s something like the issue of paper 
Once started, 
until there is 


lapses. 
money by a foolish government. 
the thing gets worse and worse 
no cure. 

At the end of our Civil War 
dollars in Confederate greenbacks wouldn’t pay 


17 


ten thousand 


for a pair of second-hand shoes. Two months 
after the war was over the bank bills were 
just worth their weight in old paper. 

[f all the premiums of a debit were in ar- 
rears, the solicitor could not get time to solicit 
new insurance, and his lapses would be so heavy 
he’d be fired quickly. 

\rrears in industrials are the leaks that keep 
the solicitor working the pumps every minute. 
And his craft will never get anywhere if he 
hasn't time to set sails and attend to the rudder. 

The excuse that money is scarce is the an- 
cient excuse for arrears with which solicitors 
always meet criticism. But the scarcer money 
1s, the more energy the solicitor should give to 
his collections. The joke of it is that superin- 
tendents will tell you that, generally speaking, 
when money is plenty that arrears are just as 
heavy as at other times. 

The reason why the five-and-ten-cent stores 
are so successful is that they do a cash busi- 

There are never arrears. Credit would 
such a Where amounts are small 
they must be collected at once and before they 
pile up. No matter how honest a man is, it is 
hard work to force him to pay for a dead horse. 
And the attempt to collect industrial arrears is 


ness. 


bust store. 


for dead horse payments. 


asking 
\ Sure PROMOTION 


agent wants promotion. 


RECEIPT FOR 

Every There is a 
sure path in a low percentage of lapses, and a 
low percentage is only had by keeping down 
arrears, and arrears can only be kept down by 
t hardest plugging. Dig right in on that one 

k's arrears and collect it, even if the policy- 
has to borrow the money 
that 


holder or his wife 


neighbor. Get week’s arrears 
/ 


from a 
somehow: 
Success in industrial soliciting is like success 
in every blamed thing man undertakes. It isn’t 
brilliancy of talk, it isn’t being a good dresser, 
it isn’t anything but common-sense and plodding 
And the key to success in industrial 
understanding of the 
fundamental weakness of the business and un- 
The 


industrial insurance 


industry. 
insurance soliciting is an 


flagging industry to cure that weakness. 
fundamental weakness of 
is lapses. And indefatigable, plodding industry 
on the part of the agent will keep down arrears, 
vouthful lapses. Get that 
under your skin, Mr. Industrial, and keep down 


arrears, and the whole industrial world is yours! 


nd arrears are only 


-~—-Charles H. Ross 


Life 


general agent of the Mutual 
Newark, N. J., at 
City, has resigned to take up his residence in 


Benefit Insurance Company, 
Sioux 
Minnesota, where he will continue to represent the 
W. D. Morton of Omaha will succeed Mr. 


Koss at Sioux City. 



















































































STAYING QUALITIES 


Agent Should Not Judge Himself by 
Luck 


CONSCIENTIOUS CANVASSING ONLY 
SURE WAY 


Valuable Advice from Hints to Agents by 
William Meador* 


It would be rather difficult for a new agent 
to determine to what degree he will be suc- 
cessful in the industrial business unless he has 
some idea of what the possibilities are. In a 
general way there is no limit, in reason, to 
what it is possible to make. An agent may 
close a large number of prospects in a single 
day, and then, again, he may go for several 
days without securing a single application, and 
in one day write as much business as he had 
written the entire week before. But there is 
one certainty—if a man keeps hammering away 
all the week he is going to strike the nail once 
in a while and finally drive it home. Good, old 
conscientious hustling never failed to beat luck 
to a frazzle. 

Agents have been known to go for an entire 
week when first starting in the business without 
securing an application, and it is just barely pos- 
sible that you may fail for an entire week to 
secure an application, but one of the first les- 
sons in the industrial business is to get success 
out of failure. 

It takes real courage and staying qualities 
when mortified and embarrassed by discourag- 
ing failure to seek in the wreck or ruins the 
elements of future success. Yet this measures 
the whole difference between those who suc- 
ceed and those who fail. It is said you cannot 
measure a man by his failures until you know 
what use he has made of them. 

A man’s first failure is the index of his life, 
and the measure of his power for success. The 
mere fact of his failure is no consequence. 
How did he take defeat? What was his next 
move? Did he shrink from sight, conclude he 
had made a mistake in his calling and dabble 
Or did he up and at it 
that knows no 


in something else? 
again with a determination 
defeat? 

There is something grand and inspiring in a 
man who fails squarely after doing his level 
best and then renews the contest and never 
gives up. No fears need be entertained at such 
a failure. It is the beginning of real success. 

It is defeat that turns gristle into bone and 
fat into muscle, and makes men invincible, and 
forms those heroic natures who do things in 
the world. Do not be afraid of defeat. Fail- 
ure is the final test of persistency. It either 
crushes out life or improves it. A _ bruised 
oyster mends its wound with a pearl. 

Too much success at the beginning of your 
career in the industrial insurance business may 
spoil you because of your tendency thereby to 
continued effort. 
whole future 


underestimate the need for 
Many a 


career in industrial insurance by writing busi- 


man has spoiled his 


* Copyright, 1922, by 
York. 
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ness at first that would not stay on the books 
and has been forced to leave on account of the 
lapses. 

The growing oak may be tossed and swayed 
by every passing storm, but when time has 
passed will be toughened and strengthened by 
its battles with the elements if it only straight- 
ens up again. The fall doesn’t hurt; the failure 
to rise is defeat. 

RECORD 


Lem Brown’s 


One day there strolled into the office of the 
Safeguard Life Insurance Company a great big 
red-headed freckled-faced fellow by the name 
of Lem Brown. Lem was so green that he 
walked up the eleven flights of stairs to the 
office instead of taking the elevator. In an un- 
couth and awkward way he stumbled into the 
office and inquired for a position. The superin- 
tendent saw in Lem the making of a good man 
and gave him a position. 

The superintendent told Lem there was a 
man on Assistant Jenkins’ staff that they were 
going to fire and gave Lem his opportunity 
to prove his ability to the company. 

The debit that Lem took charge of was 
known throughout the district as the dish-rag 
debit and was located in one of the poorest 
sections of the city. There had been agent 
after agent on the debit and they all gave it 
up as impossible to handle. ; 

The assistant told Lem that the business was 
there and all it took to get it was to put the 
proper effort in behind his work. Lem replied, 
“Well, if the record can be made on this debit, 
I am the man to make it.” To this the assist- 
ant said, “A man’s record does not depend on 
the territory or the condition of same, but de- 
pends entirely on him.” 

One day while canvassing, 
house in the poorest section of the citv and 
found the woman sick in bed, without a nickel 
to her name. He stopped awhile and talked to 
the woman and soon learned that she had a high 
fever and needed some ice. He saw an ice 
wagon passing by and bought five cents’ worth 
of ice and made some ice water and put a cold 
towel on her face. 
enabled the woman to rest in ease. Some time 
later Lem passed that house and found the 
family in better circumstances; the head of the 
house had been able to secure a job and they 
had about all that was wanted in a working- 
man’s house. 

Fhe result of this act of kindness secured for 
Lerg thirty cents’ worth of good industrial busi- 
ness. This woman and her family were ever- 
lasting friends to Lem. 

Lem continued his work on this debit and 
soon won the esteem of the people. He made it 


Lem entered a 


a point to make their troubles his own. He ° 


called at their homes and gave them advice 
about cleaning up the backyards and alleys. He 
had the children planting gardens on the 
vacant lots. One family had a large back yard 
that was always full of old boxes, tin cans and 
bottles. These people were always complaining 
to him about the cost of living. “Why, we 
can’t make money enough to pay for meat and 
bread, how can you expect ‘us to pay for insur- 
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This relieved the fever and 


Thursday 


ance when we can’t pay for the bare necessities 
of life?” Lem told them, “You are living oy 
of a paper bag; almost 75 per cent of the People 
in the United States to-day are doing the sam 
thing. I will tell you what you do. You ge 
that large back yard you have; do you know 
the possibilities that lie in that back yarq? 
You can save 25 per cent of your grocery hii 
in the summer by planting a garden.” This 
family planted the garden, and by doing so Lem 
did not lose his insurance, but wrote fifteen 
cents more business in that house. 

Fle gave prizes to the children who wore the 
cleanest clothes. Mind you, Lem did not care 
about style or dress, but he let the people knoy 
that they could keep clean even in rags, He 
took his work up with the community workers 
and finally succeeded in having them establish 
a park in the territory where his debit was 
located. 

One day about nine months later Lem asked 
the superintendent if he would like to personally 
see the condition of the people on his debit, 

The superintendent spent one day with Lem 
inspecting the homes of his policyholders and 
was surprised to note the vast difference in the 
people. Lem’s efforts had not only improved 
the homes, but had improved the people. The 
children that used to be dressed in dirty clothes 
and rags were now clean and tidy and were 
going to school. 

Lem had timed up his debit so that he had 
very few back calls to make and it was in as 
good a condition as any debit in the district. If 
Lem Brown, a green country boy, can do this, 
Agent? You have the 
same opportunity as Lem. Get busy and put 
your debit in shape. 


why can’t you, Mr. 


an ambition of some 
He may 
not have much to say about it, but somewhere 
in his system there’s a hankering to capture 
some of the glad applause which attends suc- 
cess, or at least to annex enough of the coin 
to look the future rainy day in the face with- 
out feeling guilty. 


Nearly every man has 
sort tucked away about his person. 


Put it up to yourself. Don’t you often find 
yourself dreaming of a time when you won't 
have to hustle every day of the month in order 
to keep a week ahead of your board bill? And 
haven’t you suffered from many cases of in- 
digo because some fellow that didn’t appear to 
have anything on you made you look like the 
simon-pure human snail? 

There’s a reason. The fellow that came up 
from behind probably had no more ambition 
than you have. What he had on you was 
eumption. He realized that success does not 
happen; that conscientious hustling never fails 
to beat luck to a frazzle. You wished, and let 
it go at that; he wished and hustled. You gave 
your time to the dizzy chase of pleasures that 
crumbled in grasp; he used his time 
hustling after business. 

Are you going to let this performance be te 
peated? Are you going to keep on chasing 
good-time phantoms while the mice chew holes 
in your kit of supplies? But you better no 
delay. Don’t keep your ambition in cold stor 
age. Get it out. 


your 
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Nothing but your own willingness to be a 
igilure can keep you from being’ a success. 
You may be beaten once or a dozen times, but 
you don’t have to stay beaten. 
~ Usually the trouble with Mr. Dead-“wun” 
's that he works for a failure and only wishes 
jor a success. Of course the unfortunate does 
not often realize that he is humping for a place 
among the down-and-outs. No, indeed! When 
he is making things hum getting ready for his 
accustomed good time, it never enters his mind 
that he is building a coffin for the hopes the 
company has entertained that he would make 
vood. And besides, he doesn’t intend to keep 
this sort of thing up. When he started out to 
work he meant business; and he is going to 
grove it—after awhile. 

Wouldn’t it make you laugh? 
mit? How about yourself? 

Now, don’t get mad. What are you really 
doing to give you the right to laugh at Mr. 
Deadwun? When you get right down to hard- 
pan it is somewhat easier to discern the mote 


Isn't he the 


in some other fellow’s eye than to get wise to 
the beam in your own. 

Maybe this sermon does not fit even a little 
bit. Possibly you are one of the hustlers that 
have contributed so handsomely to the upbuild- 
ing of your territory. If so, you have the 
laugh not only on Mr. Deadwun tut on the 
writer. But if it does fit, let it sink deep in 
your heart. , 

The Eye as an Aid to Selling 

Some men can never see a proposition put 
to them, in the proper light, unless there is some 
pictorial demonstration presented to them 
which will make the facts stick in their minds. 
Jt requires a real shock to impress certain 
temperaments and unless an agent is supplied 
with some such ammunition he is apt to be 
lost. 

This is one of the reasons why a star per- 
former in successful sales, who was recently 
in New York from his home field, carries with 
him an undertaker’s bill for a moderately priced 
funeral of an acquaintance of his which sets 
down in detail not the high cost of living but 
the excessive cost of dying in these enterpris- 
ing times. 

When the situation is really boiled down, the 
beneficiary in this case found that really her 
father had only insured his life for the benefit 
of the doctor and the undertaker. He had not 
provided protection at all for his family, be- 
cause on a $2000 policy, after allowing for cur- 
rent bills and other expenses of winding up the 
leceased’s affairs, there was only a few hun- 
lred dollars left. 

There is good reason to believe that the un- 
(ertaker knew the amount of the insurance and 
lecided that he wanted to get his share of it— 
and he did. Undertakers are not philanthropists, 
by any means, and in the last five years their 
‘harges have increased materially. They take 
advantage of the sentimentality attaching to 
death and go ahead and provide a “proper” 
tuneral in keeping with the station of the 
deceased, 


. When a beneficiary calls in an undertaker it 
'§ not possible to shop around. There is no 
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time or inclination of this kind on the part 
of the immediate family of the deceased and 
many poor widows fall for the bunk, put across 
ill a sympathetic voice, “| know that it is the 
last thing that you can do for your poor hus- 


band and you want it done right, so leave it 
to me.” 


much left out of her husband's life insurance, 
to leave to anybody else, especially if she had 
only a small policy. 

Working on the basis outlined, an agent can 
take advantage oi this situation when writing 
When the prospect says, “I think 
enough,” ask him 


the policy. 
that about $2000 will be 
whether he is taking out this insurance for the 
benefit of his family or merely to pay off the 
doctor and the undertaker. 
would be about right for these two items, but 
why not leave at least as much again for your 
family ?” 

This is sort of a shock to some self-satisfied 
prospects who are really good fathers at heart, 
but it had never occurred to them that under- 
taker'’s bills and hospital bills cost real money. 
This is especially true if they are people who 
have had little sickness or hospital expense. 
They do not know that a person’s last illness, 
if it lasts for a few weeks, may well cost from 
$500 to $1000 in these days of big doctor’s fees 
and excessive hospital charges. 

For this reason it might be well for an agent 
to arm himself with an itemized bill of fees 
for a private hospital as well as the under- 
taker’s bill, and the totals are guaranteed to be 
a surprise for many self-satished prospects. 

Any approach of this kind should be backed 
up with a convincing talk on the benefits of an 
adequate amount of life insurance, part pay- 
able in a lump sum to take care of expenses 
and the balance in a policy on the monthly in- 
come plan to take care of dependents.—Man- 
hattan Life Bulletin. 


George H. Gaston Thirty Years with 
Metropolitan 

Second Vice-President G. H. 
pleted thirty years as second vice-president of 
the Metropolitan Life Insurance Company of 
New York last month. On that date many hun- 
dred telegrams and letters of felicitations came 
to him from all parts of the field. The home 
office veterans did their part to observe the day 
by giving Mr. Gaston a surprise party in the 
assembly hall. This party had been arranged 
on behalf of the veterans by Mr. Tillotson of 
Mr. Gaston’s staff and Mrs. Brockway, the 
house mother. 


Gaston com- 


John Hancock Mutual Has New 
Geographical Divisions 

Two new geographical divisions have been 
established by John Hancock Mutual Life 
an additional ordinary unit, to be called the 
New York division, and the other a new indus- 
trial unit to be known as the New England 
division. 

W. C. Winsor is the newly appointed man- 
ager of the ordinary Midland division, and 
W. S. Wales is the new manager of the weekly 
premium Northern division. 
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When the widow leaves it to the un- 
dertaker, the chances are that she will not have 


Say, “That amount 


METROPOLITAN NOTES 


New District At Athens, Georgia 


CHANGES IN CANADA 


Leading Agents for Ordinary and Indus- 
trial—Relative Standing of Districts 
The Metropolitan Life Insurance Company 

has made the following changes among its man- 

agers during the past month: 

In the Empire State territory a new district 
has been created by transferring various debits 
from Brooklyn, Flatbush to 
form a district to be known as Prospect, N. Y. 
\braham Menschel, formerly manager of the 
West End, N. Y., district, who has been absent 
on account of illness, is manager of the new 
district. 

A new district has been created in the South- 
ern territory at Athens, Ga., by transferring a 
part of the Piedmont, Atlanta, Ga., district. 
Carl C. Ashworth, assistant manager at Pied- 
mont, was promoted to be manager at Athens, 
May 29. Fletcher C. Benton, an assistant man- 
ager at Roanoke, Va., was promoted to be man- 
ager at Lynchburg, Va., May 8, to succeed J. D. 
Spicer, and [Toward S. Cox, an assistant man- 
ager at New Orleans, La., was promoted to be 
manager at Jackson, Miss., May 22, to succeed 
RB. J. Williams, resigned. 

The Canadian territory has seen only two 
changes: Kenneth Cox, formerly manager of 
Regina, Sask., was appointed a supervisor and 
the vacancy thus formed was filled by the pro- 
motion of W. P. Hess, an assistant manager at 
Toronto Center, May 15. James E. McEIli- 
strum, assistant manager at Woodstock, Ont., 
was promoted to be manager at Stratford, Ont., 
May 8, to succeed F. B. Brown. 

C. A. Bowen, formerly manager of Rock 
City, Tenn., was transferred to Logan, Phila- 
delphia, and the vacancy at Rock City was filled 
by transferring Manager M. A. Simpson from 
Cumberland Valley, Tenn. Frank Leventhal, 
an assistant manager at Delmar, Mo., was pro- 
moted to be manager at Cumberland Valley, 
Tenn., May 15. ; 

In the New Englnd territory there have been 
no promotions. Three managers have changed 
their districts: William P. Meehan of Salem, 
Mass., has been transferred to Pawtucket, R. I., 
May 29; P. H. Haney of Pawtucket was trans- 
ferred to Somerville, Mass., and A, P. P. Dunk, 
of that city, transferred to Salem, Mass. 

Henry E. Beyer, Supervisor of the Conserva- 
tion Bureau, Home Office, was appointed man- 
ager at Du Bois, Pa., May 15 to succeed C. J. 
Henderson resigned. 

One promotion has occurred in the Middle- 
West territory, that of Roy D. Woodworth, 
assistant manager at Gary, Ind., to be manager 
at Ashtabula, Ohio, May 22, succeeding James 
P. Brereton. 

The ten leading agents and agents unattached 
in industrial gross increase for the year to and 
including the week of May 22 were: O. C. 
Welden, agent, Magic City, Ala.; Benjamin 
Silver, agent unattached, Bristol Pa.; R. A. 
Du Bois, agent, Waltham, Mass.; Anthony Car- 
vette, agent, Stamford, Conn.; J. W. Wiggins, 


say Ridge and 












Fs 


agent unattached, Chattanooga, Tenn.; J. F. 
Purdy, agent, Tulsa, Okla.; Joseph Mileti, 
agent, Fordham, N. Y.; Aron Gurman, agent, 
Stuyvesant Heights, N. Y.; Michael Petrac- 
chione, agent, Stuyvesant Heights, N. Y.; D. 
T. Walsh, agent, Drexel, Ill. 

In ordinary placed business for the year to 
and including the week of May 15 the following 
ten men were the leaders among the agents 
and agents unattached: C. L. Grinnell, agent 
Newport, R. I.; J. W. R. Chasse, agent un- 
attached, Waterville, Me.; E. F. Cunningham, 
agent unattached, Dorchester, 
Holub, agent, Dearborn, III; 
agent, Jersey City, N. J.; Emanuel Blumstein, 
agent unattached, West End, N. Y.; Carl Finke, 
agent, Roseville, N. J.; J. M. O’Hearn, agent, 
Bridgeport, Conn.; Otis un- 
attached, Westport, Mo.; W. A. Burns, agent, 
Englewood, III. 

The relative standing of the leading districts 
in the country at large in average industrial in- 
crease per week per agent for the year to and 


Mass.;: Frank 


Philip Ritz, 


Kresse, agent 


including the week of May 29 was as follows: 
Delmar, Mo., Norman Schiffrin, manager; 
Magic City, Ala, A. C. Chesney, 
Chattanooga, Tenn., J. T. Dunning, manager ; 
Terrace Park, Mo., L. L. Baker, manager; Jef- 
ferson, Mo., Simon Neveleff, manager; 
Waltham, Mass., T. F. Neelon, manager; Wa- 
bash, Ill., Sigmund Finder, manager; Topeka, 
Kan.; F. J. Campbell, manager; Bayonne, N. 
J., J. J. Goff, manager; Bushwick, N. Y., John 
Goldthorpe, manager. 

In the country at large, including the Pacific 
Coast. the following ten districts led in average 
paid-for ordinary business per month, per man 
for the year to and including the week of May 
13: Newport, R. I., T. F. Murphy, manager; 
Oak Park, Ill., Gabriel Dunkleman, manager; 
Stuyvesant Heights, N. Y., H. C. Steiglitz, 
manager: Ridgewood, N. Y., David Rudberg, 
manager; Bushwick, N. Y., John Goldthorpe, 
manager; Delmar, Norman Schiffrin, 
manager; Belle Isle, Mich., J. A. Blake, 
ager; Rockaway, N. Y., B. H. Ledner, man- 
ager; West End, N. Y.; W. A. Sullivan, man- 
ager; Fulton, N. Y., Isidor Siegel, manager. 


manager ; 
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in New Home 


John Hancock Now 
By 4 A. M. on May 31, John Hancock Mutual 
Life had completed the gigantic task of trans- 
forming its home office up-town to its new 
building near Park Square. All the depart- 


ments were installed in that time, the company 





meanwhile continuing to function normally. 
The moving started on Mond May 22, 
and in noticing this remarkable record it should 


be remembered that no moving was done on 


Sunday, this being the wish of the 

The transference of the records, which have 
been accumulating for the past sixty years, 
is fast being completed. 


c } 


lirectors. 











Owing to the death ‘of one of the partners, 
after a business connection of forty years, a 
leading jewelry firm of Pittsburgh recently was 
compelled to auction its entire stock of $200,000 
to secure funds to finance maturing obligations. 
Adequate business insurance would have ob- 
viated the necessity of such a sale.—Chicago 
Evening Post. 


































































































































THE SPECTAOR 


INDUSTRIAL INSURANCE SECTION 


PRUDENTIAL PRODUCERS 


Agents By Hard Work Maintaining 
Good Debit 





MANY NEW OLD GUARD MEMBERS 


Group Poiicy Written by G. F. Coughlin— 
c. R. O’Brien Goes to Chicago 

The following agents have been made mem- 
bers of the Prudential Old Guard: David F. 
Loga, assistant superintendent, Oakland, Calif. ; 
John Weinbaum, agent, Portland, Ore.; Jere- 
imiah J. Glasser, agent Pueblo, Colo.; James M. 
Hayes, special assistant, Denver, Colo.; Law- 


rence L. Casom, assistant, Los Angeles 1, 
Calif.; Edward D. Spiers, agent, Pasadena, 
Calif.; Joseph R. Hall, agent, Denver, Colo.; 
De M. Doran, agent, Los Angeles 2, Calif.; 
William E. Merrill, agent, Los Angeles 3, 
Calif.; John A. Malcolm, agent, Pasadena, 
Calif.; Isaac Gabriel, agent, Los Angeles 3, 


Calif.; Thomas J. Burke, agent, Los Angeles 2, 
Calif.; William P. Burt, agent, Seattle, Wash. ; 
Edward S. Wilbur, assistant Sacramento, 
Calif.; John A. Roddie, assistant, San Diego, 
Calif.; Joseph C. Saderup, assistant, Portland, 


Ore.: Maurice M. Dodge, assistant, Tacoma, 
Wash.; Max J. Moran, assistant, Tacoma, 
Wash.; Oliver FE. Weisel, agent, Pasadena, 


Calif.; John D. Greene, agent, Oakland, Calif. 
Agent George F. Coughlin of Beacon office, 
Poughkeepsie, N. Y., district, has just been 
credited with a group insurance policy on the 
employes of the Beacon Tire Company. 

Five of the agents in the New York 3 dis- 
trict, under Superintendent Henry Salomon, 
who are maintaining excellent debit conditions, 
are Michael Bily, David Landesmann, Joseph 
H. Stein, Grombecker and Alfred 
Glimpl. 

Charles R. O’Brien will relinquish the super- 
intendency of the New York 1 district and as- 
sume his duties as chief of the Chicago 2 staff 
for the week of May 29. 

When the superin- 
tendents for the entire company were last pub- 
lished, Bertram B. Stevens of Lewistown, Pa., 
Altoona district, was listed in first place in 
industrial net increase. Mr. Stevens is not 
satisfied, apparently, with any other position 
and the assistant superintendent, who has aspir- 
ations in that direction, will have a fight on his 
hands. It will be interesting, also, to know 
that Mr. Stevens was the company’s premier 


Isidore 


records of assistant 


agent in industrial net increase in 1918, 

Good work has brought its reward to the fol- 
lowing who were recently advanced to the as- 
sistancy ranks of Division Q: Thomas F. 
Allen, Pasadena, Calif; Frank M. Yocom, Salt 
Lake City, Utah; Everett L. Oliver, Oakland, 
Calif.; Richard H. Thiele, San Francisco 1, 
Calif.; Charles EF. Christopher, Pasadena, 
Calif.; Edwin A. Hulse, Los Angeles 3, Calif.; 
George C. Heyller, Denver, Colo. 

Assistant Superintendent W. J. Vouwie of 
the Detroit 1 district is the present leader in 
the industrial branch in Division J, and ranked 
twenty in the entire organization in this re- 
spect. He is also credited with an excellent 
record in the ordinary branch. 

Assistant Superintendent Robert M. Gold of 
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Mount Vernon, N. Y., district is leading the 
assistancy force of Division N for 1922 ip in- 
dustrial net increase. Assistant Superintenden, 
Ausher Block of Hartford, Conn., distrigt is 
second and Assistant Julius W. Garonj of 
Mount Vernon, N. Y., district is third. 
Agents Alva J. Knney of Evansville, Ing 
and Paul J. Kirk of Oklahoma City, Okla, 
have been doing exceptionally good work jy 
handling their agencies in a careful and ag- 
gressive manner. Their work has been recog: 
nized by promotion to the position of assist. 
ant superintendent in their respective districts 


Superintendent Wants It Amended So jt 
Will Not Apply to Industrial Policies 
Topeka, Kan., June 6.—Frank L. Travis, 

Kansas superintendent of insurance, will ask 

the next legislature to amend the forfeiture 

law relating to life insurance policies so that 
it will not apply to industrial insurance. Mr. 

Travis will not be in office when the legisla- 

ture meets, but his annual report showing the 

operation of his department will contain this 
recommendation to the legislature as one of 
the changes needed in the laws of the State. 

This announcement was made to the National 
Life & Accident Insurance Company of Nash- 
ville, Tenn. The company had just paid an 
industrial insurance claim which it supposed 
had been forfeited, but the insurance depart- 
ment held that the policy was still in force, as 
the courts have specifically held that the for- 
feiture law applies to industrial insurance, 

The company at first refused to pay the claim, 
but when the full scope of the law and the 
court decisions were laid before it the com- 
pany realized that it had not definitely and 
specifically issued the forfeiture notice against 
the policy. 

The forfeiture law is causing the companies 
doing an industrial insurance a lot of grief and 
is a big expense. These policies are for small 
amounts and the companies are at big expense 
collecting the premiums, and then to be forced 
to send out forfeiture notices and keep the 
close tab on every policy that this requires 
and see that it is properly done compels the 
companies to keep a large force of workers 
handling the Kansas business alone. It is as- 
serted that no other State requires the for- 
feiture notice to be given for industrial policies. 

Several attempts have been made to secure 
the amendment of the law so that it would not 
apply to industrial policies. The companies do 
not ask that it be repealed and they appear 
satisfied with the forfeiture law as applying to 
life insurance generally. Every effort that has 
been made to amend the law has met with fail- 
ure, generally because there was not sufficient 
reasonable explanation of the need for amend- 
ment. 


Federal Savings Convention 
Several celebrities were on the program of the 
thirty-third anniversary convention of the Fed- 
eral Savings and Insurance Company of Indian- 
apolis. The convention was held in the Lincoln 
hotel of Indianapolis, opening Monday and cot 
tinuing through Wednesday. 
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A DREAM TOWN 


Destitute Women Everywhere and 
Life Insurance Unknown 


THIRTY YEARS AFTER 


The Novel Poverty and Widow Insurance 
Scheme Had Changed Everything 

“It isn’t according to Hoyle, as a rule, to bore 
jolks with your dreams,” remarked the agent 
in the headquarters, who generally said very 
little. “But,” he went on, “the dream I had last 
night seems so interesting to me and has so 
much meaning that I’m going to give it to you 
chaps. 

“Of course all dreams go back to something 
weve been reading or something we’ve been 
thinking about. And yesterday afternoon | 
was reading in a copy of THE Spectator the 
speech of President John L. Shuff at the St. 
Louis Underwriters Association. And two of 
Mr. Shuff’s figures, which he quoted, gripped 
me—and gripped me hard. One was that 
seven dollars out of eight which are left 
by married men in America are life in- 
surance dollars. The other was that eighty- 
two per cent of America’s combustible property 
is protected by fire insurance, while only seven 
per cent of the economic value of human life 
is protected. And when you get the full mean- 
ing of these figures it surely is a push for the 
earnest agent. 

“And before I went to sleep I got to thinking 
what a wonderful place a town would be if in 
that town not only eighty per cent but every 
dollar of the economic value of human life 
were protected with life insurance. And that 
thought no doubt brought the dream. 

“And it seemed to me that my wife and I 
decided to pull up stakes. We packed our 
things and made our getaway. By what means 
we made our journey was not clear, but in the 
course of time I found myself in a little house 
on the outskirts of a considerable town, but a 
town that seemed strangely isolated. But it 
was a pretty town, with lots of shade trees and 
abusy central street, with factories and stores 
and several banks. 


Mucu Poverty 
“The first thing I observed when I went 
abroad was the amazing number of shabby, 
destitute women on the streets and in the stores. 
And when I was out in the central street at 


| night it seemed to me that everywhere were 


young girls, wan of face but painted, and in 
miserable clothing, all evidently earning their 
living by what rather callous writers call “the 
dldest profession of the ages.” And during 
taylight hours I beheld shabby women, evi- 
dently widows, haggling before the vegetable 
stands for petty purchases. I saw these women, 
down-at-the-heel, bedraggled of dress, ghostly 
ale of face, on the benches of the main square. 
And never did my wife and I pass from our 
dwelling but that several of these wretched 
beings did not ask her if we had washing or 
other work and offered to do it for little money. 
“What do all these destitute women and 
Wretched girls in this town mean? Why is it 
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there are such a: multitude of them and that 
they are so miserably poor?’ at last I asked one 
of the old residents of the place. 

““What you knocking this splendid old town 
for?’ he asked. ‘I rather guess that this town 
is just like all other towns. You find widows 
and down-and-out girls everywhere, don’t you?’ 
“*Yes,’ said I, ‘but there are heaps and heaps 
more in this town than I’ve ever seen anywhere 
else.’ 

“The fellow laughed derisively. ‘If you 
should go into the figures I’ll bet that we have 
just the same percentage of widows you find 
in other towns, and just the same percentage 
of the night flyers in the way of girls.’ 

““Same percentage, doubtless, so far as the 
widows are concerned,’ I said. ‘But life 
insurance doesn’t seem to help at all in this 
town.’ 

“What in thunder do you mean?’ asked the 
man. ‘What is this thing that you refer to, and 
how can anything help a widow who has lost 
her support?’ 

“And the dream resident of the dream town 
had never even heard of life insurance. But 
he was a bright chap and he caught on mighty 
quick, 

“T told him I was a life insurance agent and 
explained what life insurance was. And when 
I finished, he said, ‘I get you. All as plain as 
can be. I see! Just like fire insurance.’ He 
added, ‘but if you ask me, I call it poverty in- 
surance and widow insurance. And if you 
know where I can get some, it is the very thing 
I want—and want bad. I want a bunch, and I 
want it quick. And, say, I’m not the only man 
who wants that kind of insurance in this town. 
I can keep you employed a month just writing 
that kind of insurance for my friends.’ 


MontHs LATER 

“Things faded out, and the dream 
shadowy, until it took the time some months 
later. The town papers had given up columns 
to the novel kind of insurance, urging every- 
body to sign applications. And the office which 
I had taken had become as busy as a stock 
exchange. It took a big corps of clerks just 
to write out applications alone, and five doctors 
were making examinations from eight in the 


was 


morning until midnight. 

“From early in the morning until late in the 
evening the halls of the building were thronged 
with waiting applicants. There was no need 
to solicit insurance; the town was poverty and 
widow insurance crazy. I had to employ two 
clerks just to carry the applications to the post- 
office and bring hack the cartloads of policies. 

“So the things went on by leaps and bounds— 
until my dream informed me that not only 
eighty per cent, but a full one hundred per 
cent of the economical value of the lives in the 
dream town was fully insured. 


Tue CHANGED TOWN 
“Then things faded out again; years and 
years seemed to have passed. And once more 
I walked the streets of the dream town. But 
now poverty and, in particular, destitute 
womankind, was almost unknown. And when 
I visited the main street at night the only young 
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girls | saw were in twos and threes, or with 
escorts, and in pretty clothing, and going to 
some place of amusement or to one of the night 
The widows also that I met were in 
tasty gowns, and were doing their shopping or 


schools. 


on the way to visit friends. 

“So I stopped a man on the street, and I told 
him what I had seen many years before in his 
town and what I noticed now. And I asked 
him for an explanation. 

“There was a chap who came here,’ said the 
‘That was all of thirty years ago—I was 

This man introduced a very wonderful 

scheme into this place. It was brand new. 
and widow insurance. Everybody 
took it up. We are a progressive town, we are. 
So now we've got a city regulation. All resi- 
dents must make a return every year, giving 
proof they are carrying poverty and widow 
insurance up to the limit. If they get out of 
work the city treasurer pays the premium and 
collects afterward, month by month. 

“We have some poverty, but we have mighty 
little. Most of the widows and orphans in this 
burg are nearly as well off as ever. As to the 
girls you speak about, they’re getting so scarce 
here the “problem,” as it is sometimes called, 
is so little of a problem that our reformers 
hardly know how to put in their time. And we 
here are sure sorry for the town that hasn't 
got its folks loaded up to the limit on poverty 
and widow insurance! And you won't believe 
it, you can’t believe it, but it is said that in 
some places agents of this insurance plan have 
to work hard to get people to take it.’ 

“Just a rather wild dream,” added the agent. 
“But after all it surely carries its great 
message.” 


man, 
a lad. 


Poverty 


Advertising Your Company 

The best advertising in the world is mouth 
to mouth advertising—advertising that comes 
from people talking about the company. The 
company that gets itself talked about the most 
wins the biggest business; but, of course, it 
has to be started. Things that people are 
interested in, they must talk about and they 
become interested only in things that, are set 
before them in an interesting way. The only 
way to keep them interested is to continue 
setting the facts before them.—Stimulus. 


Equitable Life of Washington, D. C., 
Expanding 

The Equitable Life Insurance Company of 
Washington, D. C., has recently opened up two 
new districts in the State of Ohio. William H. 
Winchcole is superintendent in charge of the 
Columbus office, and John M. Doyle is superin- 
tendent in charge of the Cleveland office. 


Colonial Life Suit Friendly One 

TrENTON, N. J., June 5.—Ernest J. Heppen- 
heimer, president of the Colonial Life Insurance 
Company, at his office in Jersey City has ex- 
plained that the suit of the administrators of the 
estate of the late Robert Davis, once Demo- 
cratic Hudson county, filed in the 
New Jersey Court of Chancery here against 
the insurance company to compel the company 
to accept $1000, representing roo shares of 


“boss” of 











capital stock of the concern at $400 per share, 
and requiring the company to turn over cer- 
tificates to Robert Davis and Anne Davis, is 
entirely a friendly one, brought for the purpose 
of protecting the company in case lost receipts 
should turn up in the hands of a third party, 
who might demand the stock. He added that, 
protected by a court decree, the company can 
issue the stock, but otherwise it would be un- 
safe to do so. 





Lincoln Life’s New General Agents 

The latest addition to the Lincoln Life sell- 
ing force in Illinois is the general agency of 
Ward, Morphew & Skelton, located at Mag- 
nolia. This agency, made up of Robert A. 
Ward, George A. Morphew and Charles L. 
Skelton, had been the representatives of the 
Equitable of Iowa in Putnam county for a 
number of years. They are starting off with 
the production promises that theirs will be 
one of the very strongest Lincoln Life agen- 
in Illinois. 
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—The 
Federal 


thirty-third anniversary 
Savings and Insurance 
Federal Automobile Insurance Association 
recently in Indianapolis. Albert J. Beveridge, 
publican candidate for United States 
Indiana; Ed. Jackson, Secretary of State of Indiana, 
and others, were speakers. 


Company 


Senator 


The New England Associations of Insurance Agents 
will hold a conference at the Profile House, Fran- 
conia, N. H., on June 27, 28 and 29. Louis C. Mer- 
rill of Concord, N. H., who has charge of the hctel 
reservations, reports that a large number of New Eng- 
land companies have already sent in for hotel ac- 
commodations. 
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Farmers National Life’s Business 

In January and February of this year the 
new business of the Farmers National Life of 
Chicago was well above that in those months 
of 1921. In March and April, this year, heavy 
rains interfered with business, but in May it 
again revived, so that in the first five months 
of this year the new business was about the 
same as in the corresponding period last year. 
It is now improving and a good proportion of 
lapsed policies is being revived. 


Mutual Life Agents Welcome 
William A. Law 

Five hundred agents of the Penn Mutual Life 
of Philadelphia attended the thirty-ninth an- 
nual meeting of the Penn Mutual Agency As- 
sociation held recently at the company’s home 
office. President George K. Johnson, head of 
the company, presided at the banquet, at which 
the president-elect of the Penn Mutual Life, 
William A. Law, was introduced and greeted 
with tumultuous applause. 


Penn 


Southern States Reports Big Increase 

The business being written by the Southern 
States Life Insurance Company of Atlanta, Ga., 
for the first five months of this year shows 
an increase over the same period of 1921 of 
Too per cent. At the present rate of applica- 
tions being received, the company’s business 
will equal that of the year 1920. The com- 
pany is taking steps to enter at an early date 
the States of Tennessee and North Carolina. 


Thursday 


CLERGY FORM COMPANY 
Church Life Insurance Corporation Organ. 
ized by Episcopalians 

The Protestant Episcopal Church has formed 
a company to provide life insurance at cost to 
the clergy and certain lay workers, which com. 
pany will be known as the Church Life Insur- 
ance Corporation. Prominent among the dj. 
rectors are J. P. Morgan, Bishop William 7 
Manning and Bishop William Lawrence. The 
company is capitalized at $150,000. 

The company will be run on an actuarial basis 
ilenry Moir, vice-president and actuary of the 
[lome Life Insurance Company of New York 
having been named consulting actuary. About 
10,c00 clergymen and workers will be able to 
avail themselves of the privileges of the new 
corporation, which will have its office at 
Wall Street, New York. 


Lamar Life Makes Big Gains in 
Mississippi 

Jackson, Miss., June 5.—The largest net 
gain of business in force in Mississippi during 
1921 was made by the Lamar Life of Jackson. 
Ninety-three and two-tenths per cent of the 
company’s total insurance in force is on the 
lives of the Mississippians. During the year 
its mortality was 41.3 per cent of the expected. 
New business for 1922 is coming in in very 
satisfactory volume, according to the officers 
of the company, who also declare that the lapse 
ratio is lighter this year than last. 





THE ART OF CANVASSING 


HOW TO SELL INSURANCE 


| 
BY THE LATE WILLIAM MILLER | A Thousand and One Hints 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- | 
sers in the life insurance field, and it has proved its worth | 
by passing through nine large editions. | 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when | 
first penned. Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing | 
through the medium of this book, and what it has done for | 


| This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 


industrial life insurance. 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 
The Eighth Edition of THE ART OF 


most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 
Single Copies - - - - - 
25 6 ee ee ee 
50 ‘6 NN ies, cain, only 
100 ‘6 ee = = ee 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
INSURANCE EXCHANGE 








A reprint of the 


CANVASSING is 


- $2.00 
- 45.00 
- 85.00 
- 160.00 


CHICAGO OFFICE 


= - INSURANCE EXCHANGE 
135 WILLIAM STREET 
NEW YORK 





INDUSTRIAL LIFE INSURANCE COMPANIES 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 


THE SPECTATOR COMPANY 


TO AGENTS OF 


By 
W. Meador 


135 WILLIAM STREET 
NEW YORK 
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THE INDUSTRIAL LIFE AGENT'S KIT 


GENTS of Industrial Life Insurance Companies should aim to ncrease 
their Efficiency 
| By so doing they will also increase their 


Earning Power 


Increased Efficiency leading to Increased Earning Power attracts attention on 
_ the part of Home Office Officials and leads on to 


| Promotion 
| Do You Want to Become Efficient? 
| 





Do You Wish to Increase Your Earning Power? 
Do You Not Aim Constantly for Promotion? 


| you can assist in accomplishing all this by careful study of THE INDUSTRIAL 
| LIFE AGENT’S KIT. The dictionary defines a Kit as an outfit of necessaries 
| for a trade or occupation, or for some special purpose. THE INDUSTRIAL LIFE 
AGENT’S KIT is made up of books which are valuable aids to men engaged in 
this great business, and when carefully studied will bring 

GREATER EFFICIENCY 


INCREASED EARNING POWER 
STEADY PROMOTION 


The works named below have been selected with a view -of giving the 
greatest amount of education on insurance matters at the lowest possible cost: 
CLUBS can conveniently be formed in offices to purchase one or more sets for the 


| use of all the men, which practice has been pursued in many superintendencies with good 
| results; or the books may be purchased individually. 


THE INDUSTRIAL LIFE AGENT’S KIT 


TITLE OF WORK PRICE 

Some Plain Hints to Lite Tnstiratice Solicitots.ies occa sie. coe cle ce eee nrdee Haare -$ .50 
Selection: ab tsa yi Gee Eile: SOMCIEOE he oe 6s ccc ined a odie tidie ale we oa were ew alemie aes .50 
A Thousand and One Hints to Agents of Industrial Life Insurance Companies......... 1.00 
Gite tkenesii ca ts cer Aina so. erase swe fern RC ae ot eaifay hs ae won cw Sra aa Ors mea kee OR a Pea OpS oneal aaa 1.50 
NAb tp lyin VOlae COME: 6 2) xa <2 paws cecdin esac bo ol awe ou eine dea ee ieee area arars 1.50 
12] EAS CECH Oe aR E Oar CP eta oo gente een re er ONT Same ere ah Peru eer ee 1.50 
Eshees BeistsecariGes atic Ch hey CO VO EEES Ee os 5 ook cs oe Gv rece dBc rade Hele din cra Miplo aie eu eratwe mreeets 1.75 
ESNet SAO Re rye Sine BVA rah Suess seat Sa SST Sa) STR wa ODN SIE lege ar cd td el ae 1.00 
Wiles PGyeh Olga WIN Ah SAIC soa. 6 cs minal dis Opes Face emi niete ora rein ele enka abn e Madera gees 1.00 
Teach C0 See MPP RISA MINS N A ge wd spice oes BO ws wre owls Ae dew Niwo Oa Riev ele Din ee aa 2.00 
SB bic Date NGS EN es DN ENSB poo fis 5 Ok: hk as lest Bg cos ovR oie Seat ox w SH Saber hag aN RST ok Fer grin nag ale 1.50 
(fe Fi ek Ce ene REISE EMER INCOR O o oo eo soso oe Sit sta en Se Rete 8 Me SWS eee Fe ae 2.00 
Bikey Erictse cation Cia GMISIRIOD oo 65.5 0 ¥6 292/30 ow wdror AS ABO SA erase Sea ene aglaw Mine a atten efanaee 1.50 
Bhar VN eveih LDCR RIG EITC EH ons «ao evel aoc Rigrer oive, Sree encenavatore Woe are losate We aera A maze ota .50 
lek Mattes il © CRG OSSNINO fs 5 fol cs) 2S se fore ee os EO eae care Ce Cae Ree 2.00 
‘Erainine for a Pule bustvance: ASONES << c.. ccc casein souk ea cedinceinnens es ate ee 1.50 
TER eee ace UN CMRI seth a oes orci Sacre 8 Seo lovaleduiaid Site Wad aie te ee ee ee ee 2.00 
Fecim i HGS hes SUA MERIARL ON or soca a oss ci aera Mat wre ek en WEA ea coo oe aa ae 1.50 
What Life Insurance Is and What It Does............... Re ee ent 1.50 
Bata Gast 3c fa a Soca ed i etd a a a $26 25 


Form a Club to-day, sending an order for these books, remembering that 
KNOWLEDGE IS POWER 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 William Street 
Insurance Exchange NEW YORK 
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NEW DIVISIONS 


Change Announced by John Hancock 
With Removal to New Home 


TWO NEW DIVISIONS ESTABLISHED 


One Made in New England, Other in 
New York 
Coincident with the removal of the John Han- 
cock Mutual Life Insurance Company to its 
new home office building in the Back Bay of 


Boston from the Devonshire street building,. 


which had served the company for many years, 
two new divisions were established, an addi- 
tional ordinary unit to be known as the New 
York division, and an industrial unit to be 
known as the New England division. The 
territories covered have reassigned as 
follows: 

Weekly premium: New England to include 
Connecticut, Massachusetts and Rhode Island; 
Northern, New York and Central, to include 
all other States. 

In the ordinary department the Eastern will 
include all of New England with the exception 
of Connecticut; Midland will include Connecti- 
cut, New Jersey, Pennsylvania, Maryland and 
Michigan. The Western will include Ohio, 
Indiana, Illinois, Iowa, Minnesota, West Vir- 
ginia and Missouri, and New York will cover 
New York State. 

The managers and assistant managers, re- 
spectively, of weekly premium of the divisions 
are as follows: New England, L. Sanderson 


been 
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R. B. Handforth; Northern, W. S. Wales and 
R. W. Smith. In the ordinary department the 
managers and assistants, respectively, are: 
New York, G. G. Abbott and O. E. Fisher; 
Midland, W. C. Winsor and Perry Wood; 
Eastern, D. J. Kidder and C. K. Martin; West- 
ern, G. G. Shipp and K. A. Brewer. 

The leaders for the first four months of 
1922 shaped up well, only one change taking 
place during April—that of Mr. Volpe of 
Philadelphia No. 1, who displaced Mr. Krauth 
of Buffalo on leadership for gross A. F. issues. 
Mr. O’Connor of the Weymouth, Mass., de- 
tached assistancy has had to relinquish his 
leadership on weekly premium increase among 
the assistants to Assistant Fitzgerald of 
Northampton. 

Although it has been impossible to get the 
company’s official figures and ratings at this 
time, the ratings obtained from the bulletins 
issued weekly show the following assistant 
superintendents leading: Weekly premium in- 
creases, Mr. Weber of Brooklyn No. 4; gross 
ordinary issues, Mr. Rosenzweig of New York 
No. 1; gross A. F. issues, Mr. Zenter of Brook- 
lyn No. 2. The agents leading for the first 
four months according to figures compiled 
from the same source are: Weekly premium 
increase, Mr. Leighton of Brooklyn No. 1; 
gross ordinary issues, Mr. Holleran of North 
Adams; gross A. F. issues, Mr. Volpe of Phila- 
delphia No. 1. The detached assistant super- 
intendents leading are: Weekly premium in- 
crease, Mr. Fitzgerald of (Northampton) 
Holyoke agency; gross ordinary and A. F. 
issues, Mr. Tuohey of (Passaic) Paterson 


egency. 





and W. J. Stelzer; Central, F. 1. Short and 


Thursday 


State Life Agency Celebrates Hill Month 


San Francisco, June 6.—Arthur J. Hilt of 
San Francisco, California manager for the 
State Life Insurance Company of Indiana, was 
honored by his fieldmen in May by a Prod. 
tion totalling over $1,074,000, May having bee 
designated as Hill Month as a compliment 4 
Manager Hill, whose birthday occurred on the 
20th. The drive was made during Manager 
Iill’s absence on a month’s agency trip through 
his Central and Southern California territory, 
The month’s business of $1,074,000 exceeded al 
previous records both in amount of volume anf 
number of applications. The largest individu! 
record was that of A. Leslie Aron of Sq 
Francisco, who not only assumed the respon: 
sibility of the campaign but personally eq. 
tributed in excess of $245,000. 


How About That Prospect List? 

This happens to prospect lists, says Printers 
Ink. How about yours? 

Here is what happens to an average thousan( 
names on a mailing list after a period of thre 
years: 

Four hundred and ten people have changed 
addresses from one to four times. 

Two hundred and sixty-one have moved to 
parts unknown. 

One hundred and twenty-four have already 
purchased the product. 

Fighty-three have bought a competing artic, 

Seven have died. 

One has gone to jail. 


—Cyril H. Burdett, vice-president of the New York 
'itle and Mortgage Company, addressed the Penns. 
vania ‘Title Association at Pittsburgh, Pa., recently 
on “Title Insurance to Protect Property.” 











NOW READY 





HARPER’S LIFE INSURANCE LIBRARY 


THE 
GLOBE 
MUTUAL LIFE 
INSURANCE 


COMPANY 
OF CHICAGO, ILL. 


RESULTS FOR 1921 


Gain in interest income over last five years 
Gain in income over last five years 

Gain in admitted assets over last five years 
Gain in Insurance in force over last five years 
Average gain over last five years 


The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $4.25 Delivered 


Selling Life Insurance 


By Dr. John A. Stevenson 


Second Vice-President, Equitable Life Assurance Society 
Formerly Director 
School of Life Insurance Salesmanship 


PRICE, $3.75 Delivered 


Meeting Objections 


By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 








House of Protection 
By Griffin M. Lovelace 


Director, School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $1.60 Delivered 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


The above figures are the results of the highest grade of service 


to policyholders and representatives. The latest 1s 


Claims Paid By Telegraph 


It is the last word in 


SERVICE 


T. F. BARRY, President, General Manager and Founder 
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New Home Orrice BurLpinc To BE ERECTED BY THE 
JEFFERSON STANDARD LIFE INSURANCE CoMPANY AT GREENSBORO. N. C. 














Supplement to THE Sprctaror, June 8, 1922. 
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JEFFERSON STANDARD LIFE 


Important Southern Company to Have 
Home Office Building 
17-STORY STRUCTURE TO BE ERECTED 
Contract Awarded Involves Outlay of 
About $2,000,000 
The Jefferson Standard Life Insurance Com- 
pany of Greensboro, N. C., has awarded the 
contract for the erection of its new seventeen- 
story home office building to the George A. 
Fuller Company, of Washington. The cost of 
the building will be about $2,000,000, including 
the heating, lighting and plumbing systems. 
The new building will be of steel and rein- 

forced concrete. 

The Jefferson Standard’s new home will be 
on the site heretofore occupied by the old court- 
house, and the work of demolishing the latter 
has already begun. 

It is expected that the new and handsome 
ofice building will be ready for occupancy 
within a year. The new structure will undoubt- 
edly be the finest office building in Greensboro, 
as well as being the tallest structure in that city, 
and it will not be exceeded in beauty and con- 
venience of any building in the South. 

The new structure, of which a picture ac- 
companies this issue of THE SPECTATOR as a 
supplement, was designed by Charles C. Hart- 
mann, architect, of Greensboro, and in addi- 
tion to the space used by the company there 
will be several hundred offices available for use 
by other business concerns. The Atlantic Bank 
and Trust Company, one of the most important 
banking institutions in North Carolina, will be 
one of the tenants. The lot upon which the 
new building will be constructed is a corner lot, 
and has a frontage of 115 feet on West Market 
street, and has a depth of 187 feet on Elm 
street. The main entrance will face on Elm 
street, while there will be another entrance 
on Market street. Both these entrances will 
open on a spacious arcade leading to a group 
of five elevators located at the rear. The 
arcade will be fifteen feet wide with a simple 
but dignified treatment of imported marble. 
Over the five elevator doors will be designed 
mosaic tile panels in which will be incor- 
porated the seals of the city and State. Sur- 
rounded by the State flower will be historical 
views of Elm street and the well-known his- 
torical portrait of Thomas Jefferson signing 
the Declaration of Independence, the company 
having been named for this distinguished 
statesman. North of the arcade and facing 
on Elm street will be space designed to be used 
as store rooms. 

The Atlantic Bank and Trust Company will 
occupy the corner of Elm and Market streets. 
Where it will have an imposing banking room, 


approximately 60 feet by 80 feet, with a mez- 
zanine floor. 
A typical office floor will consist of two 50- 


foot wings with a 50-foot court facing on Elm 
street, giving every office all possible exposure 
and providing for plenty of light and air. 

Five high speed passenger elevators and one 
freight elevator will be installed, the elevator 


shafts being placed in the center of the struc- 
ture. All elevator doors will be equipped with 
operating levers and interlocking devices, pro- 
viding a maximum of safety and convenience. 
Each floor will be equipped with drinking 
fountains and other conveniences, all the 
plumbing fittings being of a modern character, 
and heat will be provided by an automatic 
system. 

The Jefferson Standard Life will occupy the 
five top floors immediately upon completion, 
and, in addition, two other floors will be ar- 
ranged to take care of the company’s growth 
within the next few years. Each of these floors 
will be especially designed for the use of the 
company, the rooms and fittings being especially 
suitable for handling the large business done by 
the company. On the top floor will be a cafe- 
teria and rest room for employees, and the six- 
teenth floor will contain the filing equipment. It 
is evident, therefore, that the Jefferson Stand- 
ard Life has planned most carefully for the ac- 
commodation of its business and for the safe 
and profitable investment of its funds. 

The Jefferson Standard Life was organized 
in 1907, and has made excellent progress, hav- 
ing closed the year 1921 with $165,340,195 of 
insurance in force, with assets amounting to 
$17,419,541, and total surplus to policyholders 
of $1,297,539. Among the liabilities are noted 
policy reserve of $14,108,306, and funds appor- 
tioned or set aside, $1,159,604. The company 
wrote nearly $48,000,000 of new business in 
1921, and its premium income in that year was 
over $5,350,000, its excess of income over dis- 
bursements having been $2,680,353. Julian Price 
is president of this enterprising Southern in- 
stitution; W. T. O’Donohue is its secretary, 
and Charles W. Gold is its president. 


The Pocket Register of Life Associations 


The Pocket Register of Life Associations, 
for 1922, has been issued by The Spectator 
Company, New York. As indicated by its title 
it shows the condition and business of stipu- 
lated premium, assessment and fraternal life 
insurance associations in America. The statis- 
tics include data for the five years ending 
January I, 1922, and give the principal items 
of income, expenditures, financial conditions and 
insurance account for each association listed 
for each of the years 1917 to 1921, inclusive. 

The division including statistics of stipulated 
premium companies presents the following 
items: Name; location; date of organization; 
names of principal officers; premiums; other 
payments by members; total income; paid for 
death claims; other payments to members; paid 
to agents and medical examiners; expenses of 
total disbursements; total ad- 
mitted assets; total liabilities; number of cer- 
tificates in force at end of year; amount writ- 
ten during year; amount in force at end of 
year, and death rate per $1,000 mean insur- 
ance in force. In the division devoted to statis- 
tics of business life associations, the column 


management; 


headings are similar to those above given, ex- 
cept that the first item of income is net 
amount received from members. 

In the section relating to fraternal orders, 
the statistical column headings are: Net amount 
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INTER=SOUTHERN LIFE 
OPENING 


Building Started Twelve Years Ago 
Now Complete 





OWNED ENTIRELY BY COMPANY 


Is Largest and Most Complete Office 
Building in Louisville 

Twelve years ago, when the Inter-Southern 
Life Insurance Company was but a small con- 
cern having but $325,000 of admitted assets and 
cnly about $3,000,000 of insurance in force, it 
started the first wing of an imposing office 
building at Fifth and Jefferson streets, Louis- 
ville, Ky. The construction of this building 
has steadily progressed, as has the size of the 
company. The building is now the finest office 
building in the city of Louisville, having twenty 
stories served by express elevators. The Inter- 
Southern Life Insurance Company occupies the 
third, sixth, seventeenth, eighteenth, nineteenth 
and twentieth floors of the building. 

The ground floor of the building is occupied 
by the Citizens Union National Bank, which 
has had a large and beautiful room with a high 
valuted ceiling prepared for it. 

The Inter-Southern Life arranged for a 
formal opening Thursday, May 29, and a re- 
ception and entertainment was held in the audi- 
torium on the twentieth floor. The offices of 
the company were open to visitors and friends, 
as were also the offices of many of the tenants. 

The Inter-Southern Life owns the building in 
fee simple and has paid for it week by week 
from its funds. In the meantime the company 
has taken thirty-third place in the réle of the 
American Life Convention and has now over 
$60,000,000 of insurance in force and total ad- 
mitted assets of over $7,000,000. 








received from members; all other receipts; 
total income; paid for claims; agents’ commis- 
sions and examiners’ fees; expenses of man- 
agement; total disbursements; admitted assets; 
liabilities; number of certificates in force at 
end of year; amount written during year; 
amount in force at end of year, and death rate 
per $1,000 mean insurance in force. 

The Pocket Register of Life Associations 
contains 40 pages and cover, and its prices are 
as follows: In manila cover, 75 cents; in flex- 
ible pocketbook, $1.25. 


W. H. Gregory Progressing After Operation 

W. H. Gregory, of the Federal Reserve Life 
of Kansas City, Kan., recently underwent an 
operation for mastoiditis. Although the doctor 
pronounced Mr. Gregory's to be the worst case 
he had ever handled, the latest report is very 
favorable and the patient is said to be pro- 
gressing finely. 


—More than two-thirds of the total number of shares 
of the Gary National Life Insurance Company at 
Gary, Ind., have been deposited with a Chicago bank 
in escrow to guarantee the merger of that company 
with the Chicago National Life Insurance Company. 
It is reported the merger will be completed soon. All 
the records and books of the Gary National Life In- 


surance company will be removed. 
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The Federal Reserve Life 


Insurance Company 


of Kansas City, Kansas, is writing One Million Dollars of 
business every month in Kansas. 


There is a reason for this, and a Mighty Good One! 





write today! 





Inexperienced men, who are hustlers, are doing as well 
as those who have had years of experience. /f interested, 














Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 





Workmen’s Compensation 


We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


W. L. TAYLOR OAKLEY H. BEYER 
Vice-President and General Manager Superintendent of Agents 


















26 


**Life Insurance and 


—HowTo Sell It’ 


ERE’S A BOOK “chock full’ of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. Ads interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 
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SUCCESSFUL PUBLICITY 


The Spectator’s Plan Recommended 
to National Association of Life 
Underwriters Being Satisfac- 
torily Carried Out in 
Canada 








INSTITUTIONAL ADVERTISING CAM- 
PAIGN IN THE DOMINION 





Excellent Results Achieved for Companies 
and Agents, and People are 
Being Educated 


While institutional advertising of life insur- 
ance has been talked of a great deal in the 
United States and Canada, yet to Canada falls 
the credit of putting on a nation-wide adver- 
tising campaign. 

In the Fall of 1920 the Canadian Life Insur- 
ance Officers Association at their annual meet- 
ing endorsed the idea and approved an appro- 
priation of $32,000, to be assessed on their com- 
pany members according to premium income. 

A general committee was at once formed 
consisting of representatives of the Canadian 
Life Insurance Officers Association and ad- 
vertising managers of the various companies 
and the general secretary of the Life Under- 
writers Association of Canada. From this 
general committee a working committee was 
appointed of four persons—three chief officers 
of the Life Insurance Advertising Managers 
Association and the general secretary of the 
Life Underwriters. 

This committee had the campaign ready for 
the newspapers in May of Ig21 and a serves 
of fifteen advertisements was run for the re- 
mainder of the calendar year. A bureau was 
set up in the office of the Life Underwriters 
Association of Canada, which handled all the 
duties usually cared for by an advertising 
agency, as no agency was used for the campaign. 

Many evidences of the effectiveness of this 
campaign were noted throughout the year, 
among them being the facts that the newspapers 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C, Behan, Supt. of Agencies 














gave all advertisements exceptionally fine posi- 
tions, and from the text of the advertisements 
and other material supplied them often wrote 
editorials or ran special articles on life insur- 
ance. 

The companies used the series in many ways 
and at least two companies which hitherto had 
not been newspaper advertisers decided to set 
aside an appropriation for that purpose. 

That which counted for most, probably, was 
the effect it had on the salesmen. There were 
many evidences of its usefulness and of the 
fact that the life insurance men appreciated 
the value of such publicity work. 

In the early stages of the initial campaign, 
competition was opened to secure a slogan and 
one thousand suggestions were received. One 
of the local underwriters’ associations, that of 
Sault Ste. Marie, Ont., opened a booth at the 
county fair, distributing some five or ten thou- 
sand proofs of the institutional advertisements 
and they were able to trace a great deal of 
business to it. 

Advertising is one thing which needs con- 
tinuity of effort and from which one must 
not expect to receive the maximum result all 
at once; but so successful was the first eight 
months’ advertising that the companies decided 
to increase the appropriation from $32,000 to 
$75,000 for the year 1922. The size of the ad- 
vertisements was increased from 400-line to 
800-line advertisements, although the commit- 
tee still stuck to the use of the daily news- 
papers. The advertisements appear according 
to schedule on the average of two a month in 
all the newspapers on the list simultaneously. 

The present campaign is given over in large 
part to illustration, the main idea of the Guar- 
dian Angel being carried throughout the whole 
series. 

The campaign is attracting a great deal of 
attention,” having been reviewed by several 
newspapers, advertising trade journals and in- 
surance publications. Many evidences are at 
hand to show that it is effective in its purpose 
of assisting fieldmen and also having the desired 
effect on the mind of the public. 

In connection with the campaign, an essay 
competition has been run in the various local 
underwriters’ centers, the details 
being cared for by the local associations, while 
from the campaign funds prizes were offered 
for the three best essays in each center. In 
many cases the essays were assigned as general 
work by the school authorities, and in all a 
large number of essays were written and given 
considerable publicity in the daily press, as well 
as introducing the subject of life insurance 
directly into the homes of the children, which 
was a most desirable thing. 

While the campaign started a year ago as 
an experiment, those in close touch with it in 
Canada feel that it is past the experimental 
stage and has become a fixture more or less, 
or a permanent attribute to the life insurance 


association 


business. 


The Federal Life Insurance Company of Chicago 
has appointed Robert J. Jeffs, manager for the com- 
pany in Nebraska; with headquarters at Omaha. Mr. 
Jeffs was formerly superintendent of agents of the 
National Life of Toronto. 
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* M. J. Dwyer, Central New York; F. 


FIDELITY MUTUAL LIFE 4 


Philadelphia Company Has Fine 
Meeting at Atlantic City 








PROGRAM INCLUDES MANY TALKS 





Life Income Insurance Theme of 
Convention 


The Fidelity Mutual Life managers and 
agents held a three-day meeting at Haddon Hall, 
Atlantic City, this week, the first day being de- 
voted to the discussion of organization and con- 
servation work. The second day was featured 
by the opening session of the Leaders’ Club 
Convention, the formal welcome being delivered 
by Frank H. Sykes, manager of agencies, and 
Samuel Leeds, president of the Atlantic City 
Chamber of Commerce. President Talbot and 
Frank L. Bettger, Philadelphia, retiring presi- 
dent of the Leaders’ Club, were among the 
speakers. W. S. Campbell, first secretary of 
the company, read a paper on “Helping the 
Other Fellow”; F. W. Hagen spoke on “The 
New Income for Life’: “The Underwriter or 
the Undertaker ?” was the topic of F. A. Wallis, 
of New York, while F. J. Durgin discussed 
“Selling the Income for Life to Business and 
Professional Women,” and Harry C. Spillman, 
manager of educational department, Remington 
Typewriter Company, “Elements of Greatness 
in Selling.” 

On Wednesday morning C. G. Hodge spoke 
on “Head Office Service via Field Co-opera- 
tion”; F. W. Heron, Pacific Coast Supervisor, 
on “The Two-fold Purpose of Income Insur- 
ance”; Herbert W. Hess, Professor of Com- 
merce, head of advertising and. salesmanship, 
University of Pennsylvania, “The New Era of 
Scientific Selling”; C. M. Hunsicker, “Life In- 
surance to Fortify and Perpetuate Business,” 
and George H. Wilson, “Modes of Settlement 
and Trust Agreements. Among the members 
of the club are: 

Miss A. I. Abernethy, Greater New York; W. J. 
Arnette, Chicago; W. G. Backus, California; M. L. 
Bangham, Southwestern Ohio; J. W. Barker, Greater 
New York; T. L. Bean, Northeastern Ohio; I. G. 
Becker, Philadelphia; Frank Beehler, Maryland; O. 
M. Belfry, Philadelphia; F. L. Bettger, Philadelphia; 
J. M. Bloodworth, Eastern Missouri; A. E. Borst, 
Philadelphia; A. P. Bowen, Oregon; S. F. Boyles, 
South Central Atlantic; R. C. Bright, Arkansas; 
Berrien Brooks, South Carolina; Abe Brown, Georgia- 
Tennessee; F. C. Brown, Greater New York; Hugh 
3rown, South Carolina; F. D. Buser, Philadelphia; 
J. H. Byrley, Georgia-Tennessee; H. R. Caldwell, 
Kentucky; W. R. Calhoun, Western Pennsylvania; J. 
B. Campbell, Chicago; W. A. W. Carden, Georgia- 
Tennessee; Ray Caverly, California; Edgar Clark, 
Western Washington; H. R. Colborn, Philadelphia; 
Karl Collings, Philadelphia; H. L. Cravens, Chicago; 
E. L. Culin, Philadelphia; J. T. Curry, North Dakota; 
J. N. Danner, Chicago; T. J. Danner, Western Penn- 
sylvania; F. P. Danzilio, Greater New York; Miss 
Ernestine Daves, Kentucky; Miss Julia Donnelly, 
Greater New York; C. R. Dorn, East Central New 
York: F. A. Drake, Northeastern Ohio; C. M. Dun- 
Durgin, Massachusetts; 
A. Eades, South 
Central Atlantic; W. H. Elliget, California; W. H. 
Faulkner, Georgia-Tennessee; W. S. T. Fitz, Massa- 
chusetts; B. F. Fraser, Jr., Georgia-Tennessee; P. H. 
Fraser, Georgia-Tennessee; E. S. Freeman, South 
Central Atlantic. 

E. E. French, New Hampshire; J. D. Gaskin, 
Philadelphia; R. L. Gates, Central Louisiana; S. H. 


ham, Massachusetts; F. J. 
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A VALUABLE SET OF ACTUARIAL BOOKS 
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SPECTATOR SPECTATOR 
COMPANY COMPANY COMPANY 


[Llinois Standard ‘Tables 


NET PREMIUMS, TERMINAL RESERVES, 
MEAN RESERVES, AND COST OF INSURANCE 


Modified Preliminary Term, Illinois Standard 
American Experience Three and 


One-Half Per Cent 


TABLES FOR: 

Life and Limited-Payment Life, Eleven Plans 
Endowments for Stated Periods, Seven Plans 
Limited-Payment Endowments for Periods, Fifteen Plans 
Endowments at Stated Ages, Six Plans 
Limited-Payment Endowments at Ages, Eighteen Plans 


IN THREE VOLUMES 
EACH VOLUME COMPLETE IN ITSELF 


Volume I. Net Premiums and Terminal Reserves. 








Volume II. Mean Reserves. 








Volume III. Cost of Insurance. 


Set of Three 
Computed by Volumes 


$25.00 FACKLER & FACKLER $60.00 


Consulting Actuaries 


Single Volume 
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Gettis, South Central Atlantic; Christopher Gillen, 
Philadelphia; Meyer Goldberg, Greater New York; 
Jacob Golden, Southern Michigan; J. L. Gravenstine, 
Southern New Jersey and Delaware; T. M. Green, 
Maryland; R. E. Greenlee, Maryland; C. L. Gregg, 
Northern Kansas; R. C. Grimes, Northern Kansas; 
p, J. Grogan, South Central Pennsylvania; F. W. 
Hagen, Philadelphia; C. S. Harris, Western New York; 
1. & Hayden, Northern Louisiana; H. L. Higgs, 
West Tennessee; H. R. Hogan, Chicago; Thomas 
Hopper, Greater New York; J. A. Houston, Eastern 
Washington; F. L. Hucksold, Chicago; C. M. Hun- 
sicker, Philadelphia; J. C. Hupp, Northern West 
Virginia; C. H. S. Jackson, Florida; H. V. Jaques, 
Western Pennsylvania; D. H. Johnson, Central Ohio; 
C. H. Jones, South Carolina; Lewis Kershner, East 
Central Pennsylvania; J. W. Kirgan, Southwestern 
Ohio; H. E. Kough, Southern Pennsylvania; Sol 
Lewis, Oklahoma; Sol Lilienfeld, Southern New Jersey 
and Delaware; W. A. G. Linn, Western Pennsylvania; 
R. A. Locke, Western Pennsylvania; B. W. Logan, 
Greater New York; G. B. Long, East Central Penn- 
sylvania; Samuel Long, West Central New York; 
T. W. Lunt, New Orleans, La.; E. W. Lutterman, 
Greater New York; J. H. Lynch, Georgia-Tennessee; 
I. C. McKinnon, Georgia-Tennessee; H. A. Mader, 
Northwestern Pennsylvania; W. J. Mahony, Massa- 
chusetts; L. FE. Malone, Southern New Jersey and 
Delaware; Mrs. C. W. Markham, Eastern Missouri; 
G. W. Meacham, Greater New York; T. J. Menden- 
hall, Oregon; J. F. Messinger, Southern Pennsylvania; 
Miss S. L. Miller, Southern New Jersey and Dela- 
ware: Miss E. H. Moran, Central New York; S. A. 
Moyle, Connecticut; L. W. Munson, Nebraska; F. B. 
Newton, Oregon; R. C. Niete, Oregon; H. R. Nissley, 
Colorado; W. F. O’Connor, Central New York; J. F. 
O'Donnell, Central New York; E. R. Paxton, Cali- 
fornia; J. E. Penn, Georgia-Tennessee; J. H. Pickett, 
Kentucky; G. W. Power, Northern Michigan; Harry 
Prutzman, Philadelphia; E. L. Ragland, Mississippi; 
A, D. F. Reynolds, California; Morris Robin, Cali- 
fornia; J. F. Rodenbeck, Philadelphia; F. W. Roesen, 
Eastern Missouri; C. L. Rogers, Northwestern Iowa; 
0. H. Roller, Southern New Jersey and Delaware: 
J. J. Rust, Greater New York; J. E. Ryan, Central 
New York; E. H. Schaeffer, Southern Pennsylvania: 
C. J. Schlenker, West Central New York; C. M. 
Schneidau, Northern Louisiana; R. J. Seiberlich, 
Minnesota; C. A. Selheimer, Philadelphia; Wilson 
Slick, South Central Pennsylvania: Wm. Smith, West 
Central New York: Miss A. O. Sorensen, California; 
C. F. Taylor, Philadelphia; R. W. Thomson, Cali- 
fornia; P. V. Tillard, West Central Pennsylvania; 
Joseph Vehon, Southern Michigan; R. C. Waddell, 
California; A. F. Wagner, Western Missouri; A. C. 
Walker, Southern New Jersey and Delaware; W. C. 
Walker, Southern New Jersey and Delaware; G. H. 
Ward, Maine; T. L. Wardlaw, South Carolina; L. E. 
Wasson, Eastern Missouri; A. V. Weil, Chicago: 
W, A. Weil, Georgia-Tennessee; E. S. Willis, Western 
Pennsylvania; N. R. Wolfe, Eastern Washington; 
D. H. Wood, Massachusetts; G. R. Zimmerman, 
Greater New York, 


L. M. CATHLES HEADS ACTUARIES 
American Institute Has Record Attendance 

Lawrence M. Cathles, actuary of the South- 
knd Life Insurance Company, Dallas, Tex., 
was elected president of the American Institute 
of Actuaries at its fourteenth annual session in 
Chicago last week. James Fairlie, vice-presi- 
dent of the Mutual Life of Illinois, was elected 
‘ice-president; G. B. Patterson, Peoria Life, 
“cretary; B. J. Stookey, Illinois Life, treasurer. 

Sub-standard business was the moot question 
at this meeting and long informal discussions 
of the subject were held. 

Robert M. Webb, of the Kansas City Life, 
Mesented a paper showing the actual experi- 
ence of his company upon the double indemnity 
feature of his company covering the period 
‘tee 1919. The paper contained a set of tables 


which have been incorporated into the official 
records of the institute. 

The meeting brought actuaries from every 
State in the Union and the attendance was the 
largest in the history of the organization. 


Effective Insurance Advertising 

The newspapers, however, must be approached 
intelligently. They will not permit the insur- 
ance interest or any other to use their columns 
as‘a dumping ground for straight-out press 
agency material. There are thousands of 
stories, however, which will be welcomed if 
correctly prepared. Hundreds of newspapers 
have been ready to publish extracts from the 
Dr. Frederick L. Hoffman suicide resumé once 
a year, sent to newspapers by The Spectator 
Company. The Insurance Press has _ been 
able to obtain free space in many papers with 
its lump death payment and bulk amount of in- 
surance stories. Other insurance newspapers 
frequently send stories to newspapers which 
are given wide currency. It all depends on 
how it is done—Clarence Axman. 

Many issues of THE SpecrAtToR during each 
year contain facts and information regarding 
insurance which interest the secular magazines 
and daily newspapers, and are reprinted or 
quoted in their columns. Among magazines 
the Literary Digest is a liberal reprinter of 
insurance matter. All this constitutes institu- 
tional insurance advertising of the best sort. 

Within the past two or three weeks The 
Evening Mail of New York City based its 
leading editorial on a life insurance article and 
extensive tabulation printed in THe SpEcTATOR. 
Quoting the colossal achievements of life in- 
surance, this article advised the public to buy 
less luxuries, gave thrifty advice to young men 
and young women, and emphasized that a young 
man who purchased life insurance was the kind 
of a young man that a girl may trust with 
her future. “Say it with insurance” is sounder 
love than merely saying it with flowers and 
ice-cream. 

From time to time articles from the columng 
of Tue Specrator are quoted in daily papers, 
thus helping to disseminate information giving 
intelligence regarding the benefits of life in- 
surance. 

The editor of THe Specrator recently ad- 
dressed the following communication to a promi- 
nent member and ex-official of the National 
Association of Life Underwriters, enclosing a 
copy of the Evening Mail article on life in- 
surance: 

This is one of the best instances of institu- 
tional insurance advertising that has ever ap- 
peared in the daily press in any of the great 
cities. It was published as a leader in the first 
column of the editorial page of The Evening 
Mail. Two insurance companies called THe 
SPECTATOR up on the phone the day the article 
was printed congratulating us on having se- 
cured the preparation and publication of an 
editorial, urgently recommending the value of 
life insurance, in so powerful a daily paper as 
The Evening Mail. 

We have at other times pointed out, through 
the columns of THE Spectator and in other 
ways, the great service which our journal has 
rendered and is rendering the life insurance 
business, by disseminating annually, among up- 
ward of twelve or fifteen per cent of the 
families of the nation, publications preaching 
the value of life insurance. This, also, is 
real life insurance institutional advertising. 

I enclose three folders which will give you 
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a partial conception of the practical work done 
by Tue Spectator and The Spectator Com- 
pany in obtaining new prospects for life insur- 
ance, which led to their being duly insured for 
many thousands of dollars. 

THE SPECTATOR claims that our work in as- 
sisting life insurance companies and agents to 
make life insurance popular during the past 
half century has not been equalled by any 
other independent source of propaganda, and 
our efforts in this direction have been both 
valuable from an uplift standpoint in the col- 
umns of THE SpEcTATOoR and the practical ob- 
taining and closing of prospects by our docu- 
ments entering the homes of the assured 
through the instrumentality of the agents. 


Frank P. Manly’s Annual Birthday Party 


The secret of success of a smooth running 
home office organization is in reality no secret. 
It is due in a large degree to the environment, 
atmosphere and relations of those associated to- 
gether. Frank P. Manly, president of the In- 
dianapolis Life Insurance Company, each year 
further exemplifies this idea in the celebration 
of his birthday, May 28, when he entertains 
the office force of the company at his beautiful 
country home, Riberby, situated on the White 
River, just north of Indianapolis. As this date 
fell on Sunday this year, the picnic was held 
on Monday. The guests arriving at mid-after- 
noon found abundant amusement and entertain- 
ment with archery, horse-shoe pitching, clock 
golf, and clay pigeon shooting. As evening ap- 
proached the party gathered on the high bank 
of the river, where Mr. Manly proved himself 
a real chef in the broiling of steaks over a 
huge bed of coals. 


E. N. Strong’s View on Publicity 


In reply to the letter of Orville Thorp, re- 
questing the support of the Oregon Life of 
Portland for the proposed publicity plan of 
the National Association of Life Underwriters, 
E. N. Strong, assistant general manager of the 
Oregon Life, has written Mr. Thorp as follows: 


Let it be understood that this company will put up 
its proportion of a real institutional display adver- 
tising campaign, but we are not in sympathy with 
the plan adopted by the National Life Underwriters 
Association. 

Why come in the back door of publicity? The plan 
suggested has long ago been tabooed by real publicists 
and I have my doubts as to the co-operation of first- 
class newspapers along the lines suggested. 

Must the local associations show the National as- 
sociation the value of a real advertising campaign, as 
has been done in Canada? The Life Underwriters As- 
sociation of Winnipeg, Manitoba, put over a success- 
ful campaign, which finally convinced the National 
association that a Canada-wide campaign would stim- 
ulate business, with the result that about $30,000 
was well expended in 1921 and the 1922 appropria- 
tion calls for $76,000. 

I realize it is proposed by Mr. Barkhurst that the 
syndicated copy furnished newspapers will give them 
the club to secure advertising from individual in- 
surance companies and agents—but such advertising 
will not carry the, weight with the public that an in- 
stitutional display advertising campaign will in my 
judgment. 

The Life Underwriters Association of Oregon, of 
which I happen to be president at the present time, 
hopes to put over a modest campaign, which we trust 
will assist the National association in convincing the 
company officials that it should not only be the com- 
panies’ business, but a privilege, to contribute to a na- 
tion-wide educational institutional newspaper advertis- 
ing campaign of some magnitude. 
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CHICAGO 


INSURANCE EXCHANGE 














MR. BROKER: 


Good service and complete coverage facilities are 
usually the elements which enable you to hold a cus- 
tomer’s “line” year after year. Sometimes competition 
will take it away from you; poor service always will. 


Now as to Compensation: in many cases loss cost gets 
to “competing” with premium cost, and Mr. Customer 
decides to carry his own—to “‘self-insure.” What you 
need right then is Excess service. 


Turn at once to our nearest office, send us a night-letter 
and in ali probability we can furnish an excess policy 
which will “hold the line,”’ enabling your customer safely 
to do what he has determined would be good business 
even without insurance. 


So you will have rendered him two-fold service. 


Employers Indemnity 


Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 
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COMPANY REORGANIZING 


Bankers Deposit Guaranty & Surety 
to Become Bankers Surety 








WILL HAVE $500,000 CAPITAL 





Officers With E. E. Ames, President, to 
Remain at Helm of Company 
Topeka, Kan., June 6.—The Bankers De- 
posit Guaranty and Surety Company of Topeka 
is to be reorganized in the Bankers Surety 
Company to do a general surety business for 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























JOHN J. McINTYRE 


(Formerly Chief Adjuster, Equi- 
table Life Assurance Society) 


Announces the Opening 
of His Office 
in the 
Woolworth Building 
Telephone Barclay 3554 


and 


Solicits Detective and Investigat- 
ing work of the better grade for a 
few select clients. 


LICENSED AND BONDED 

















banks and bankers only. The new company 
is to have half a million dollars capital and a 
surplus of one hundred thousand dollars when 
the reorganization is completed. 

The guaranty company was organized thir- 
teen years ago to furnish national bankers with 
a means of competition with the State de- 
positors’ guaranty law. The national banks 
could not participate in the State guaranty plan, 
so this company wrote guaranty bonds for 
them by which the guaranty company offered 
to pay every dollar which might be lost in a 
bank to the depositors, as the State did with 
its guaranty plan. 

The company has a capital of $318,000 and a 
surplus of $225,000. It is planned to declare 
a stock dividend from $125,000 of the surplus 
and the earnings of the company during the 
present year and thus increase the capital to 
$500,000. 

The company will write general surety busi- 
ness for banks and bankers exclusively. It will 
aim to offer every line of surety that bankers 
would need. The company is owned almost en- 
tirely by bankers, more than two hundred being 
stockholders in the company. The number of 
stockholders is expected to be increased mate- 
rially after the stock dividend is declared. The 
present officers of the company are to be re- 
tained as the officers of the surety company. 
They are: President, E. E. Ames, Topeka and 
Kansas City; vice-presidents, W. J. Bailey, 
Atchison; W. H. Burke, Wellington; J. R. Bur- 
row, Topeka; treasurer, W. D. Womer, Man- 
hattan; secretary, John T. Morrissey, Topeka, 
and assistant secretary, J. F. Gannon, Topeka. 


Three Companies to Write Hail on Garden 
Vegetables in Wisconsin 

MILWAUKEE, Wis., June 5.—Arrangements 
have been made by the A¢tna, North America 
and Springfield for the writing of hail insurance 
on garden vegetables and fruit in Wisconsin. 
Until now the Hartford and Home have been 
the only companies that have written hail busi- 
ness on crops of this character. These three 
companies are now in a position to write hail 
insurance on any kind of growing crops with 
the exception of watermelons, cucumbers, canta- 
loupes and other vine crops. Considerable busi- 
ness has been written on lettuce in Colorado. 
The companies will not undertake to insure 
small garden patches or limited orchard areas. 
The three companies will write garden vege- 
tables and fruit in an amount not in excess of 
$200 an acre, with the stipulation that no addi- 
tional insurance be written in outside companies. 
Potatoes and sugar beets are classed as field 
crops and the basic grain rate applies. If notes 
are accepted the ten per cent differential is 
charged. On garden vegetables and small fruit, 
such as apples, cherries, peaches, etc., an addi- 
tional two per cent is added to the basic rate, 
except in Colorado and New Mexico, where four 
per cent additional is collected on garden vege- 
tables. 

—The Firemans Fund and the Home Fire and 
Marine announce that each are launching underwriters’ 


agencies, respectively the Firemans Fund Underwriters 
and the Home Fire and Marine Underwriters. 
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NORTH AMERICAN ACCIDENT ANNI- 

VERSARY MONTH 
Campaign for Month of May 

Bringing in Results 

H. A. Luther, second vice-president of the 
North American Accident Company, Chicago, 
lll., is conducting an anniversary month among 
the company’s agents. May is the thirty-sixth 
anniversary of the North American. 

Several new methods of stimulating business 
during the month are being used. The com- 
pany has gotten out two new policies, both in- 
dustrial forms. One policy is designed espe- 
cially for salaried men and provides for serious 
illness of thirty days or more duration. The 
second policy is a regular commercial policy 
stripped of the so-called “frills” and carrying 
all essential features. 


Special 


Plan Bureau to Administer Workmen’s 
Compensation Law 

Austin, Tex., May 29.—Organization of an 
independent, non-partisan Texas bureau for the 
effective administration of the Workmen’s Com- 
pensation Law by the Texas State Department 
of Insurance and Banking, is contemplated. 
This announcement was made by Deputy Insur- 
ance Commissioner John M. Scott in a com- 
munication to the Texas Employers Insurance 
Association at Dallas. The views of the off- 
cials of this association are desired on the or- 
ganization of the proposed bureau. The plan 
of the bureau would be to work and cooperate 
on mutual lines with the insurance association in 
the satisfactory administration of the work- 
men’s compensation law. 

“Just as a suggestion, and not an edict,” 
Deputy Commissioner Scott said in his com- 
munication, “the contemplated organization 
would be directed by a board of seven directors, 
constituted of three members, representing 
stock companies, one member representing 
mutual companies, one representing reciprocal 
companies, one neutral, and the Commissioner 
of Insurance and Banking of this State to be 
a member of the board of directors and, ex- 
officio, chairman of the board.” 


National Surety Elects Lee A. Phillips 
to Board 

Directors of the National Surety Company 
of New York have elected Lee A. Phillips, vice- 
president and treasurer of the Pacific Mutual 
Life Insurance Company a member of the 
board. The directors have also appointed How- 
ard Toncray of Denver, Colo., as assistant 
secretary. He will continue his headquarters in 
Denver. George W. Allen has been appointed 
assistant to the president on the Pacific Coast. 
He will have his headquarters at San Francisco. 
The directors declared a quarterly dividend of 
three per cent on the capital stock, payable July 
I, to stockholders of record June 20. 


—The rate committee of the Explosion Conference 
is working on a new riot and civil commotion policy, 
which will probably be ready for use about July 1. 

—The Kentucky Fire Underwriters Association will 
meet at Crab Orchard Springs, Ky., June 14-15. 

—wW. C. Baggs was recently elected president of the 
Insurance Agents Club of Utica, N. Y. 
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Detroit Fidelity 


and 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 


pointed every day. 


Address the 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 


The Provident Life and Trust Company 


of Philadelphia 


Provident Endowments protect against the 
Economic Loss caused by the Termination of an 
insured’s Producing Power through Death or old 
Age. The new Disability Clause adds protection 
when the Producing Power is terminated prematurely 
through Total and Permanent Disability. 


Endowments in the Provident mature on the 
average approximately at 65. Between 25 and 65 
the expectation is that one person will be totally and 
aaa disabled for every six persons who will 

ie. 

When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without 
affecting other policy benefits, premiums are Waived 
and a Disability Income commences which (the Dis- 
ability remaining permanent) continues for life 
and does not cease when the Endowment Matures. 






















































NOW READY 
THIRD EDITION 


TABLES OF 


COMPARATIVE BENEFITS 
OF 
VARIOUS COMPENSATION LAWS 


Compiled by 
STANLEY L. OTIS 


Direetor Bureau of Workmen’s Speeesenetion, New York State Dept. 
Oo abor 


The Workmen’s Compensation laws of forty-two States are 
thoroughly analyzed in this work as to their benefits under the 
following distinctive headings: Death; Permanent Total; 
Dismemberment; Permanent Partial (Other Cases than Dis- 
memberment); Temporary Total; Temporary Partial; Medical 
Aid; Waiting Period; Miscellaneous. 

This work has been revised and carefully compiled by Mr. 
Otis who has been intimately associated with the Workmen’s 
Compensation movement in this country since its inception. 
His experience with liability and compensation laws is exten- 
sive. At the present time Mr. Otis has charge of the direction 
of the Administration of the Workmen’s Compensation Law 
in New York State. 


SCHEDULE OF PRICES 


POP COPY i 506-650 00 oi $1.00 SOLCORICS: . 5siis-0:0<08 $30.00 
RE ORES. 5.5.60 0:00 10.00 100 copies........... 50.00 
500 copies. . . .$200.00 


Advertisement will be printed free on orders for 100 
or more copies. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


(ireat Southern Life Insurance Co, 


Dallas=Houston 


Assets Over $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable 
Agents in Texas, Oklahoma, Missouri, 
Kansas, Arkansas, Louisiana, New Mexico 
and Mississippi. 


Policies up to date 


Write: 
F. W. Griffin, E. P. Greenwood, 
Supt. of Agencies, or President, 


Houston, Texas. Dallas, Texas. 























FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LeMAR TALBOT, President. 
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AUTOMOBILE INSURANCE DECISIONS 
By Harry B. Brapsury of the New York Bar 








Liability of insurance company where it 
reused to settle a case for much less than a 
verdict subsequently rendered, and after ad- 
vising the insured that there were errors in 
the record and the judgment would be re- 
versed, agreed to take an appeal, but negli- 
gently failed to take the appeal, so that the 
insured was compelled to pay a judgment 
twice the size of the offered settlement. 

The defendant issued to the plaintiff an auto- 
nobile liability insurance policy, limit of which 
was $5,000. One Cimino was killed and his 
,iministratrix brought an action against him. 
While the action was pending the plaintiff, in 
ihe negligence action, offered to settle for $7500. 
The defendant insurance company refused to 
consent to the settlement. The action was then 
tried and resulted in a verdict against the plain- 
iif in this action for upwards of $1300. The 
attorney for the defendant insurance company 
wrote to the plaintiff that there were errors in 
the record, and an appeal should be taken from 
the judgment and an appeal would be taken by 
the defendant insurance company. The de- 
fendant’s attorney negligently failed to take the 
apeal, and the judgment in the negligence 
ation, against the plaintiff here, became abso- 
ite The plaintiff here then sued the insur- 
ace company for the entire amount he was 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..  $6,007,996.00 
ee 1,000,000.00 
eee 554,375.00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 





required to pay. The insurance company paid 
$5000 and refused to pay any more. The in- 
surance company defended the action on two 
grounds, the first of which was that the burden 
rested upon the plaintiff of showing that the 
judgment against him 
versed if defendant had taken the appeal as it 
agreed to do, and that not having shown this 
there was no evidence that the failure to take 
The sec- 


would have been re- 


the appeal resulted in any damages. 
ond proposition of the insurance company was 
to the effect that even though the first propo- 
sition was erroneous, the defendant at least had 
the right, as part of its case, to show that the 
judgment against the plaintiff would not have 
been reversed, and that, therefore, the failure 
to take the appeal was innocuous, and that the 
insurance company had been denied this right 
in the court below. The court held that on the 
first proposition the insurance company was 
substantially correct, but it also held that it 
was necessary for the defendant to show that 
the judgment against the plaintiff would not 
have been reversed. On this feature of the case 
the defendant insurance company had offered 
in the court below the record of the trial in the 
negligence action, and this had been ruled out 
by the trial judge. The record had been marked 
for identification, however, and was before the 
Court of Appeals. The Court of Appeals held 
that the record showed that there were no ex- 
ceptions in the record in the negligence action 
upon which the judgment could have been re- 
versed, as a matter of law, but that there was a 
serious question of fact resulting in a very 
unsatisfactory condition of the evidence, and 
that the Court of Appeals could not say that 
the judgment would not have been reversed by 
the Appellate Division as against the weight 
of evidence. Therefore, the insurance com- 
pany had not been prejudiced by the ruling out 
of the record in the negligence case below, and 
the Court of Appeals affirmed the judgment 
against the insurance company for the full 
amount, which the plaintiff had been compelled 
to pay to the administratrix of Cimino on the 


judgment of $13,131.98. McAleenan v. Mass. 
Bonding and Ins. Co., 232 N. Y. 199; 
N. E. 











Allowing car to be driven by boy under 
eighteen years of age in violation of statute; 
insurance company liable to owner for dam- 
ages which it paid by reason of injury to 
person when the car was being driven by 
such infant. 

The plaintiff sued the defendant upon a pol- 
icy of automobile liability insurance because 
of a sum which the plaintiff had been required 
to pay for an accident caused while the auto- 
mobile was being driven by an infant under the 
age of eighteen years, who was not accompa- 
nied either by the owner or a duly licensed 
chauffeur, which act was in violation of the 
Highway Law. The defendant defended the 
action on the policy on the ground that it was 
not liable for injuries caused while the plain- 
tiff thus violated the law, by permitting a per- 
son under the age of eighteen years to drive 
the car. The court rendered judgment in favor 
of the plaintiff and against the insurance com- 
pany. Judge Cardozo, in the Court of Appeals, 
in his opinion, which was approved by the 
court, said: : 

“The question is whether indemnity in such 
circumstances is consistent with public policy. 

“The public policy of this State when the 
Legislature acts is what the Legislature says 
that it shall be. * * * The Legislature has 
said in so many words that insurance compa- 
nies may indemnify against liability for loss 
and damage through the use and maintenance 
of automobiles. * * To restrict insur- 
ance to cases where liability is incurred with- 
out fault of the insured would reduce indemnity 
to a shadow. Neither in the statute nor in its 
application as shaped by long-continued prac- 
tice is there the token of an intention that in- 
demnity shall be withheld from owners op- 
erating their own cars and limited to those 
whose cars are run by servants. Liability of 
the owner, who is also the operator, can never 
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INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘All Kinds of Insurance 
on Automobiles’’ 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 
75 Maiden Lane New York City 














SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 

















506 Forsyth Bldg. ATLANTA, GA. 
Telephone Beekman 3461 
MARCUS GUNN 
CONSULTING 
i ACTUARY 
Prominent Agents and Brokers ial ee 








LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 


American Eagle Auto- National Union 
mobile-Hartford National-Hartford 


New Amsterdam 
Casualty Co. 


American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant 
Fidelity-Phenix 


Insurance Underwriters 


Automobile Insurance 


BROKERS’ LINES SOLICITED 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 


Orders. . ’ 
Temporary money advanced on strictly private 


arrangements. ; 
All communcations held personal and confidential. _ 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 
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FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 








Telephone Randolph 3473 








PAUL L. WOOLSTON 
INSURANCE EXAMINER, 


MAJESTIC BLDG., 


ACTUARY AND ACCOUNTANT 


DENVER, COL. 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa 








JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING 


ST. LOUIS, MO. 








JNO. A. COPELAND 
JAS. R. COTHRAN 


Associate 


322 HURT BLDG. ATLANTA, GA. 


Consulting Actuary 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 
Complete Rate Books Formulated 


————— 











A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac, 


“Life Insurance Service” 
10 So. La Salle St. Chicago, Ill, 
“20 Years’ Experience Backs Our Service” 














W. H. GOULD a 
ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST, 
NEW YORK 








JAMES fH. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropica! Business 


Cable Address: Gertract, New York 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.,. OKLAHOMA CITY, OKLA, 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatants 


THE BOURSE PHILADELPHIA 




















A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








Insurance Examiners and Adjustefs 
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FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 








NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 

With Twenty Years’ Practical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment department 
of American and foreign insurance companies, desires to 
losses, procure capital, and handle fire, marine, life, casualty 
surety matters on per case or per diem 


Address A. L. CAMERON Box 10, Care, The Spectator 











Cable Address: Lawbond—New York 
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Miscellaneous Insurance 








insurance Examiners and- Adjusters 





Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. 
ELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—Weshow 
results. Send for booklet of references. Liability, Com- 
pensation, Auto, Fire and Theft, Collision, Property 
Damage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 











——— 








Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











be incurred without fault that is personal. In- 
deed, the statute has so covered the field that 
it can seldom, if ever, be incurred without fault 
that is alsocrime. It isa misdemeanor * * * 
to drive without adequate brakes and horns and 
lamps; * * to fail in stated situations to 
stop on signal; * * * to violate the rules 
of the road by not keeping to the right; * * * 
to drive in a careless and imprudent manner or 
ata dangerous or prohibited rate of speed. 
** * The General Highway Traffic Law 
* contains directions even more min- 
we, with the threat of penal consequences. 
What is true of insurance for the benefit of 
owners of automobiles is true also of insurance 
for the benefit of employers of labor. * * * 
Every violation of the Labor Law is to-day a 
misdemeanor, * * * ' 


‘ x 


In too many ways to 
be treated, the State, through its Legislature. 
has manifested recognition ‘and approval of the 
business of insurance against the consequences 
of negligence, whether personal or vicarious. 
Even without the aid of legislation, courts of 
high authority have reached a like conclusion. 
aS * Insurance, instead of prejudicing the 
victim of an accident, is seen to supply in many 
cases the only fund from which the victim can 
be paid, * * Courts are slow to substi- 
lute their own varying views of policy for 
those which have found embodiment in settled 
institutions, in everyday beliefs and practices, 
Which have taken root and flourished. * * * 
— of discretion is still narrower when 
nere has been statutory sanction, tacit, if not 
express, of callings and forms of conduct 
which have been easy to condemn. 

The defendant does not greatly dispute that 
there may be indemnity against the conse- 
{ences of negligence. It argues, however, that 
in this case the plaintiff’s liability was the prod- 
Fe hot of negligence, but of willfulness. Un- 
—o soe is to be confined to lia- 
a ~<a that may be described as 

- Even if its terms did not so limit 





NEW BOOK ON SURETY BONDS 


Edward C. Lunt is Author of Latest Work 
on This Subject 


A new book on surety bonds has been writ- 
ten. by Edward C. Lunt, vice-president of the 
Fidelity and Casualty Company and will shortly 
‘e published. The author is known as an 
authority upon the subject which he writes 
about. It is evident from the contents table 
that the scope of the book is very broad and 
that the subject in hand has been completely 
covered. It is being published by the Ronald 
Press. 

The chapter headings of Mr. Lunt’s book are 
Preliminary and General Topics; 
Underwriting of Fidelity Bonds from the 
Standpoint of the Principal; Underwriting of 
from the Standpoint of the 
Obligee; Special Classes of Fidelity Bonds; 
Position Fidelity Bonds; Special Fidelity Bond 
Topics; Bankers’ Blanket Bonds; Public Of- 
General Considerations; Special 


as follows: 


lidelity Bonds 


ficial Bonds: 
Important Classes; Judicial or Court Bonds; 
Contract Bonds; Depository Bonds; Fiduciary 
3onds; Custody of Collateral Security; Pro- 
hibition Bonds; License and Permit Bonds; 
Special Classes of Surety Bonds; Automobile 
Conversion Bonds; A diffident Word to Home- 
office Executives; Suggestions to Agents; Tab- 
ular Index: First Aid to Agents. 

It is evident that Mr. Lunt’s book will not 
differ greatly in scope from that of Luther 
I. Mackall cn The Principles of Surety Un- 
derwriting, except in one point, that being the 
inclusion in Mr. Lunt’s book of a chapter on 
Prohibition Bonds. Pretty much the same sub- 
jects were also covered by H. G. Penniman in 
phis book, Manual of Fidelity Insurance and 
Corporate Suretyship. 

Mr. Lunt’s new book will, undoubtedly fill a 
need for a complete and up-to-date text book 
upon the subject of Suretyship. The book will 
probably be ready for distribution in the course 


of a few months. 


it, the fundamental principle that no one shall 
be permitted to take advantage of his own 
But the 


extension of the policy to this case is no de- 


wrong would import the limitation. 


parture from its restriction to injuries that are 
the product of accident or negligence. The 
plaintiff in intrusting his car to a youth under 
eighteen did not desire or intend that there 
should be an injury to travelers. The act of 
so intrusting it was willful, but not the ensuing 
conduct of the custodian, through which injury 
resulted. Indeed, the violation of the statute 
would have been the same though the driver’s 
age had been unknown. What was willful was 
not actionable except as it became so in the 
sequel through what was unintended or for- 


tuitous.’—Messersmith wv. American Fidelity 
Cox, 232:Ne Fe 1692133 NE. 452: 

The Florida Local Underwriters Association has 
elected the following officers: H. H. Thornton, 
Pensacola, president; B. D. Cole, West Palm Beach, 
vice-president; J. Wallace Lamar, Pensacola, secre- 


tary-treasurer. 
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ENTERS ACCIDENT 
BUSINESS 


Life of Illinois in New 


Venture 


Mutual 


REINSURES COMMERCIAL HEALTH & 
ACCIDENT 





New Policy Has Been Prepared and Proper 
Deposits Made With Illinois 
Insurance Department 
The latest life company to venture into the 
field of health and accident insurance is the 
Mutual Life Insurance Company of Illinois, 
Springfield. H. B. Hill, president of that com- 
pany, has announced that $100,000 has been de- 
posited with the Illinois Insurance Department 

and that policies have been prepared. 

The Mutual Life will start with the business 
of the Commercial Health and Accident Com- 
pany, also of Springfield, which it has rein- 
sured. All policyholders of the Commercial 
have been sent a rider of assumption of risk. 

The Commercial Health and Accident had a 
premium income of nearly $300,000 and total 
admitted assets of $26,082. It operated as a 
mutual accident and sick benefit association. 

In announcing the reinsurance President H. 
B. Hill of the Mutual Life, who was also presi- 
dent of the Commercial, writes the latter com- 


pany’s policyholders as follows: 

This is to advise you that by mutual agreement 
and contract between the Mutual Life of Illinois, an 
old line legal reserve company, and the Commercial 
Health and Accident Company, the company in which 
you hold a policy, the outstanding business of the latter 
has been consolidated with and hereafter will be con- 
ducted by the Mutual Life of Illinois. The agreement- 
between the two companies was carried through in ac- 
cordance with all legal requirements and under the 
supervision and approval of the Insurance Department 
of the State of Illinois. 

Perhaps you are already aware that the two com 
panies have been companion companies, officered practi- 
cally by the same officers from their inception and 
occupying home office space in common. The Mutual 
Life of Illinois is an old line legal reserve stock com- 
pany with two hundred thousand dollars ($200,000.00) 
capital stock fully paid, all deposited with the Insur- 
ance Department of the State of Illinois for the pro- 
tection of policyholders. : 

The combining of the two companies reduces the 
proportionate over-head expense, makes a stronger in- 
stitution, and enables the company to render a greater 
service to its policyholders, and we believe this is 
especially beneficial to the policyholders of the Com- 
Health and Accident because it 
adds the assets of the Mutual Illinois, ap- 
proximating about one-half million ($500,- 
000.00) as additional security for their protection. 

As you know, the writer of this letter has been presi- 
dent of the Commercial Health and Accident Company 
from the time it was incorporated, and he has like- 
wise been president of the Mutual Life of Illinois 
from the time it was incorporated. Dr. J. R. Neal, 
our medical director, has been an officer of both com- 


Company 
Life of 
dollars 


mercial 


panies. 





John S. Turn Honored 

John S. Turn, secretary in charge of the 
New York branch office of the tna Life of 
Hartford and affiliated companies, was ten- 
dered a dinner at the Drug and Chemical Club 
on Tuesday evening, in celebration of the fifth 
anniversary of his occupancy of the post named. 
About sixty-five were present, and Dr. H. M. 
Archer was toastmaster. 





a H E S PECTATO R Thursday June 























to push our five=point=nine policies. A G E N C Y S U P E R Vv I S O R 
Excellent Iowa territory and liberal : 
@ contracts for men of good reputation. HIGH CLASS MAN wanted for good company cop. N 
“THE COMPANY OF CO-OPERATION” nection to travel Indiana, Ohio and Kentucky op C 
salary and expenses. State qualifications in fy] 
THE D salary p q ut PH 
ES MOINES LIFE & ANNUITY CO Address Box 200, care of THE SPECTATOR, P. O. Box 
Home Office—Register Tribune Bldg.—Des Moines, Iowa 1117, New York City, N. Y. N 
a 











eo ee ae 
Cestamisney 1782) EquitableLifeInsurance Company || | 1 


AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION of the District of Columbia 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 


















































PERCIVAL BERESFORD, Manager ORDINARY AND INDUSTRIAL 
TIES ELIE Be oe ee 
Established in the District of Columbia, West Virginia, Ohio and 
CALEDONIAN INSURANCE COMPANY Delaware C 
OF SCOTLAND President . . . . «. «~~ + « ~~ « HENRY P. BLAIR 
Racmked ome Vice President. . wow ee JOSEPH SANDERS Pt 
“THE OLDEST SCOTTISH INSURANCE OFFICE” ee nt heey eae. «ee 
U. S. Head Office: Actuary a ee ee eee ee . GILBERT A. CLARK 
CALEDONIAN BUILDING 50-52 Pine Street, N. Y. City ; ; JOH 
CHAS. H. POST, U. S. Manager Main Office, 816 14th Street, N. W., WASHINGTON, D. C. jel 
R. C. CHRISTOPHER, Assistant U. S. Manager 
Parco aedin — 
AGENTS WANTED 
GREAT REPUBLIC LIFE INSURANCE COMPANY To sell an unrestricted Accident and Health policy costing The 


$9.00 quarterly. Covers every disease and every accident, agement 
Liberal commission paid to live producers. saerity 


CENTRAL BUSINESS MEN’S ASSOCIATION RS Js 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 















































GREAT OPPORTUN ITY pat ete ~~ 7 oS 
FOR LIVE MEN -O. , Sec’y. reas. , ILL. —— 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. EXCELLENT OPPORTUNITY 
Louis, Mo., Manager Missouri and Kansas. tor Reliable, Energetic men to represent us in the states of Po 
J. R. Railey, 401 Dallas County State Bank Bldg., Dallas 'Hinois and Missouri with direct Home Office contracts, Liberal _ 
Texas, Manager Texas, Oklahoma and New Mexico. pine 
W. H. Savage, Vice-President and Agency Director. CAPITOL LIFE INSURANCE COMPANY Sol 
OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO sm arares 
THE MUTUAL LIFE OF ILLINOIS ; 
HOME OFFiCE: Tl 
SPRINGFIELD, ILL. 
An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms Co 
of policies. 
Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. | 
QUALITY INSURANCE—CHARACTER SALESMEN | 
YOUR CHANCE Wanted — Specialty Salesmen — Wanted 
Any Sure Enough Salesman, who has the proper Intestinal 
To become Supervisor in Connecticut for a Equipment, whois “‘Four Square” and willing to work;can me 
: ° not less than $20,000.00 per year helping us to continue t 
young life insurance company; one of the breaking of all Life Insurance records. ee 
. : * Great O tunit r the men who can qualify! ! 
kind where personality and hard work will i May.1919, to May, 1920, Twelve Months —One Year 
i iSi we wrote Ten Millions Life Insurance. ow et us . 
receive a visible reward. We havedin plan; we furnish the leads. 
If you can qualify, write or wire Addr 
Address P. L. care of THE SPECTATOR, Box I117 
New York Ci , THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
ew York City. Topeka, Kansas. —. 
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New England Mutual Life Insurance Co. 


Boston, Massachusetts 


New Insurance Paid=for, 1921, $82,072,020 
Gain in Insurance=in=Force . 48,641,846 
Total Insurance=in=Force . . 609,415,082 


New England Agents Write Persistent Business 


























THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Sec’y & Treas, 
J. BARRY MAHOOL, Vice-President J. HOWARD IGLEHART, Medical Director 

















THE HANOVER FIRE INSURANCE COMPANY | 
Continuously in business since 1852 


The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absclute assurance of the 
ity of its policy. c . 
3g a Warfield, President Fred. A. Hubbard, Vice-President 
E.S. Jarvis, Secretary Cha les W. Higley, Vice-President 

vy William Morrison, Asst. Secy. 
Home Office, Hanover Bldg., 34 Pine St., New York 








WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 








C. A. CRAIG, President N. H. WHITE, 8rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS, Secretary and Treas. 


The National Life and Accident Insuraace Co. 
OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 
Deposited with Treasurer of Tennessee 














Visit the PACIFIC NORTHWEST— 


the “Play-ground of America” 


A booklet of overfone hundred beautiful views, 
with vivid descriptions, will be sent free upon 


request. ZAN 


Address; N L | F Home Ojiice: 
D. B. MORGAN, President SEATTLE, WASH. 
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INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By WILLIAM T. NASH 
(Originator of Monthly Income Insurance) 
Much valuable advice and instructive matter for agents, including the 


veteran and the beginner, can be found in the publications issued by The 
Spectator Company of which William T. Nash is the author. 


Exclusively for the Information 
of Agents 


MULTIPLYING YOUR INCOME, price $1.50. 

This is one of the best books ever put out for the instruction of 
agents. [very beginner should master it and even the veteran will find 
new inspiration, In flexible binding. , 

THE MONTHLY INCOME POLICY, price 50c. 

As the originator of monthly income insurance, Mr. Nash is especially 
well qualified to instruct the field workers on this subject. Large num- 
hers of policies have been placed through the hints contained in this 
book. Bound in cloth. 

A GREAT FUTURE, price 25c. 

A pamplilet showing forcibly the unlimited opportunities for advance- 

ment of the solicitor in the selling of life insurance. 
METHODS THAT WIN SUCCESS, price 15c. 

Three short stories bearing on methods adopted by successful agents 
are brought together under the above title. The names of these stories 
are “ISges and Life Insurance,” “Blue Chips” and “The Man Next 
Door.” Each story carries a lesson. 

THE STORY OF ED. REDLICH, price 15c. 

A true story of the opportunities in. Life Insurance for the average 

man, told in simple but forceful style. 


For the Prospect and PolicyHolder 


All the leaflets and pamphlets listed below, also written by Mr. Nash, 
have proved great business producers, Each one has a special punch 
leading to the signature on the dotted line. 


FOUR LEAFLETS ON MONTHLY INCOME INSURANCE 


ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME. .15 














SAVING WHAT YOU LEAVE 10 

A LOT OF MONEY 15 

INSURING YOUR INSURANCE 15 
LEAFLETS ON LAPSATION 

AT THE END OF THE ROAD 10 

WHY WE DON’T LIVE FOREVER 10 





LEAFLETS CONTAINING GENERAL ARGUMENTS URGING THE 
VALUE OF LIFE INSURANCE 


ONE FARMER’S EXPERIENCE WITH LIFE INSURANCE.......... .15 
ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE. .15 


ONE BUSINESS MAN’S EXPERIENCE WITH LIFE INSUR- 
ANCE = 15 

ONE DOCTOR’S EXPERIENCE WITH ENDOWMENT INSUR- 
ANCE . : 














ie 15 

ONE SELF-SUPPORTING WOMAN AND HER LIFE INSUR- 
ANCE . : AS 
THE WIFE’S INSURANCE -10 
NOT JUST NOW: A Warning to Dilatory ProspectS.......co....00 15 
BORROWING FROM MARY. -10 





SHORT STORY SERIES FOR AGENTS—METHODS THAT 
WIN SUCCESS: Three stories with good pointers, “Eggs and 
Life Insurance,” “Blue Chips,” and “The Man Next Door.” .15 
THE COST OF DYING—Providing for the Inheritance Tax...........-20 
GIVING YOURSELF A CHANCE -10 
OUT OF THE MOUTHS OF BABES AS 


ACCIDENT INSURANCE LEAFLETS 


TEMPTING FATE: Showing the Accidents Likely te Befall 
Even Preferred Risks. (Illustrated ).... -20 


DEB YING “BABE: sisccscsicciccsccmemnumnsuiees -10 
SOMETHING IS ALWAYS HAPPENING -10 


Sample copies of each of the twenty-one leaflets under “‘For the Prospect 
Policyholder’’ vary at 20c, 15c, or 10c, amounting for the twenty-one 
5. The price of the five booklets under the head of 

or the Information of Agents’ is $2.55. Send us remit- 
54.50 and we will mail you sample copies of all (26) of the 





















Nash publications. Send for circulars giving prices in quantities. 
THE SPECTATOR COMPANY 
CiticAco OFFICE 135 WILLIAM STREET 

INSURANCE EXCITANGE NEW YORK 


4/UL 











THE SreCrarToE Thured 














INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequalled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Ratcs, Applications and Policies 


THIRTY=FIRST ANNUAL EDITION, 1922 


Presents complete premium rates and policy. forms of 175 
companies. 

THE HANDY CUIDE gives the facts concerning premium rates, 
surrender values, policies and applications of the active life 
insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. ;; The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 
tz Its value to every progressive agent is incalculable. 

In the many years of its publication THE HANDY GUIDE has 
maintained the highest reputaiion for reliability and complete- 
ness. 

Price, in flexible binding, $4.00 


Price, with thumb index, $4.35 


Vest Pocket 
Life Agents Brief 


1922 EDITION 


HOME LIFE INSURANCE COMPANY | 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: ‘ 
Premiums received during the year 1921 $6 990,640 
Payments to Policyholders and their beneficiaries in Death ‘ 
Claims, Endowments, Dividends, Etc 
Amount Added to the Insurance Reserve Funds 
Net Interest Income from Investment 
($642,638 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 53.44% of the amount expected. 
Insurance in Force 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents ‘ 
250 BROADWAY NEW YORK 














KANSAS’ GREATEST LIFE INSURANCH 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 
Wichita, Kansas | 


Home Offices 











INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life Insurance” 

Both operate to the advantage of Great-West Life Agents. Our Policies are easy to os i 

in terms, but soundly based. The Company’s record is one of unequalled progress, p 

by efficient and economical operation. a 
We have a first class proposition for first class agents. If interested address enquiries to | ~ 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg. 








‘‘THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-knownlifeiz 
company, hus written a booklet of which the purpose is to demonstrate the desirability of cap 
adopting ‘Life Insurance as an Avocation. 


STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Rvery life insurance company and generalagency needs this booklet. PRICES: Single copy, 15¢am 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $2 


THE SPECTATOR COMPANY F 
Chicago Office 135 William Stregt 
Insurance Exchange | New York F 


Industrial Life and Health 
Insurance Company | 


A most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. Reduced this year in 
width and thickness, but contains more pages of information. 

Premium rates for 134 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5.and_10 Year 
Periods. A valuable series of tables, showing dividends paid 
year by year for a period of ten years and the,average yearly 
cost for both five and ten year periods. The schedule covers 
Ordinary Life, Twenty-Payment Life and Twenty-Year_En- 
dowment policies issued at ages of 25, 35, 45 and 55. The 
arrangement of the tables admits of_an_instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two,or_more com- 
panies. ; 

This edition of the Lire AGENTS BRIEF also. presents, in ; 
compact form, the amount of annual dividends pt $1,000 of Home Office: 91-98 Walton Street, Atlanta, Ga. 
insurance paid in the year 1922 on,the three leading forms of Lassen nines senteinin quill alii: aan ; 
policy contracts, viz.: Ordinary life, twenty-payment life, sickness, accident, death, all under one policy 
and twenty-year ei ‘nts, issued during ,a period of five Premiums 5 cents to 50 cents per week. 
years. The dividends are given for ages at,entry of 25, 30, JOHN H. McEACHERN, President 
35, 40, 45, 50, 55 and 60. , By a_concise form of arrangement R H. DOBBS Ist Vice-President Fe 
the figures are shown in immediate contrast with the premium hi Ss. C McEACHERN 2nd Vice-President 
charged, so that the determination of the net cost is easily aia: I. M. SHEFFIELD Secretary 
arrived at. ea : 

The 1922 Lire AGENTS BRIEF for the first time shows a record 
of deferred dividends andjgroup insurance and United States 
war insurance rates. 

Policy provisions ciearly indicated forjall;companies under 
appropriate headings, including military and naval service 
clauses, disability and double indemnity benefits. 

Net cost shown forgten years of actual experience. No esti- 
mates or guesswork. 

Cash values presented in most comprehensive form. 

The best and cheapest work for agents. 




















J.B.Powers, Chairman ot the Board | Darwin W. Johnson, Pres. ]. Smith Homans, Sey el 
Thos. _J. Johnson, Treas. Louis G. Russell, Vice-Pres. & Mgr., Industrial Deph = 
7 D. G. Roach, Field Mgr., Ordinary Dept. 4 


Commonwealth Life Ins. @ 


Home Office: Commonwealih Bldg., 106-110 South Fifth 5t 
Louisville, Ky. 


THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still op 
and to first class men, we can offer a good proposition. 


Address the Company 


Price, in flexible binding, $2.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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THE PRESIDENT AND HIS CABINET 
a ON LIFE INSURANCE 
(PorTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 
A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivocal Endorsements 
of Life Insurance Protection 


fe 


| Sold in quantities to Companies and General Agents 
a as follows: 
PRICES: 
1000 copies. ......$30.00 
5000 copies. ...... 120.00 
$225.00 


THE SPECTATOR COMPANY 


7 35 WILLIAM STREET 
' CHicaco OFFICE 1 
© WWRURANCE EXCHANGE NEW YORK 


afl 


E, 
| 100 copies 





Metropolitan Casualty Insurance Co. 


OF NEW YORK 
47 Cedar Street 


. PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President. S. Wm. BURTON, Secretary 
ALBERT H. LAHY, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 


Home Office 

















IADVICE OF GREAT VALUE TO 
"THE AMERICAN PEOPLE 


"LIFE INSURANCE IS UNQUALIFIEDLY EN-= 
' DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


| THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
“THEIR PORTRAITS AND OPINIONS GIVEN TO THE 
“SPECTATOR. 


Single copy 15 cents 
"100 copies 


1000 copies 
5000 copies 
10,000 copies. ......180.00 


THE SPECTATOR COMPANY 


z HIcCAGO OFFICE 135 Wictiam STREET 
4 CE EXCHANGE NEW YORK 


THE COMPANY OF 
—] Bf of of I -f-5 


Fe 


BANKERS LIFE 


PFE, 


y >) 
2) 

GEO. KUHNS pres. Bid) DES MOINES 
Yes 
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GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 


Carolina, and Georgia? 


Address 


ERNEST C. MILAIR, 
Vice-President and Secretary 























VAX IVAaD 
oe) 


Caidilec Fund 
Lif Ci. 
Cireleltohitenik 
@jiitelatel 
PURE LIFE 


INSURANCE 
PROTECTION 





THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 


} LANCASHIRE \ 
INSURANGE CO. 
LTD 


. 


New York Department: 


57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 











‘GRAND RAPIDS LABEL CO. 


FOR FOLDER 
____ SHOWING ELABORATE DISPLAY 











THE SPECTATOR 

















HALEY FISKE, President 












The Company OF the People, FOR the People—made BY the People 


The Greatest Life Insurance Company in the World 


In Assets i Business Placed In Service to the Public 
Greatest In Income Greatest In Business Gained Greatest In Reduction of Mortality 
In Gain of Each lin Business in Force In Health and Welfare Work, 


METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


Business Statement, December 31, 1921 


en LPI RA eT ey ee Te Ne ee Ee ee ne $1,115,583,024.54 
Larger than those of any other Insurance Company in the World. 

Ieecvenen iss Annette cearimer D081... . oc ccc cece se nees $134,669,937.37 
Larger than that of any other Insurance Company in the World. 

IN 54 2A Bee SARS Kar Cone utr eG: bal Ul eule minute ad $1,068,341,845.04 

NS sce OU EER i Rate a ald Ga hl alae eM eee $47,241,179.50 

Ordinary (annual premium) Life Insurance paid for in 1921.... $897,949,212 
More than has ever been placed in one year by any other Company in the World. 

Industrial (weekly premium) Insurance paid for in 1921....... $666,840,395 

Total Insurance placed and paid for in 1921..................... $1,564,789,607 
A larger amount placed in one year than by any other Company in the World. 

Gain in Insurance in Force in 1921.....................0.00005: $625,695,325 
A larger gain in one year than that made by any other Insurance Company in the 

World. ‘ 
Total Amount of Outstanding Insurance....................... $7,005,707,839 


Larger than that of any other Company in the World. 


Ordinary (that is exclusive of Industrial) Insurance in Force... $3 892,267,274 
Larger than that of any other Company in the world. 


Number of Policies in Force December 31, 1921.................. 25,542,422 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies....................... 1,642,425 

Nemaber of Clniene paid fn FORT... . «55 on ccc cccsnccecs 323,531 
Averaging one claim paid for every 27 seconds of each business day of 8 hours. 

Amount paid to Policy-holders in 1921........................05. $91,348,472.98 
Payments to policy-holders averaged $630.16 a minute of each business day of 

8 hours. 


Reduction in Industrial mortality in 10 years, 31.9 per cent. 
Typhoid Fever reduction, 71 per cent.; Tuberculosis, 49 per cent.; Heart dis- 
ease, 19 per cent.; Bright’s disease, nearly 30 per cent.; Infectious 
diseases of children, nearly 37 per cent. 
Death Rate for 1921 on the Industrial business lowest in history 
of Company. 


Dividends declared payable in 1922, nearly...................... $16,000,000 


Metropolitan Nurses made 2,116,875 visits in 1921, free of charge to sick Industrial 
Policy-holders, including 18,984 visits to persons insured under Group policies. 


Metropolitan men distributed over Twenty-five Millions of pieces of literature 
on health 


Bringing the total distribution to over 238,000,000 exclusive of Company’s health 
magazine, of which over 18,000,000 are annually distributed, 








FREDERICK H. ECKER, Vice-President 
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